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THIS 1S A MEASURING DEVICE 





Earnings of Franklin 


Representations Last Hear LAND) THIS 1S, TOO 


F 35 Averaged Over $15,000 
te 100 Averaged Nearly $10,000 
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@ Of course you are tamiliar with the yardstick. You probably know how calipers are 
used, too. But if you are a full-time insusance salesman, intending to make a life- 


from time career of your work, the third measuring device illustrated above, is far more 


| an important than the other two. 

‘stati @ Measure yoursexr against it. 

a ¢ Did you earn $22,000 last year—or $15,000—or $10,000? 
; @ If you did not, there is no need to believe that you lack the ability. Perhaps Frank- 
: lin sales “tools” will materially stretch your earning capacity, as they have for so 

today many others. 

smant @ Exclusive contracts that are easy to sell, real home office cooperation, sales aids 
with dynamite in them, commission schedules as generous as grandma’s pies— 

J ) e . re ° . . 

state these are the “tools” which are an important factor in high average Franklin earn- 


ings. 


@ Inquire about-a Franklin agency franchise. You might be surprised to find that 
you are bigger than yeu think. 
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SOMETHING TO 
SHOUT ABOUT! 


An SMlustriated Brochure 
Co Kelp You Sell 


Partnership Insurance 


by 
H. P. GRAVENGAARD 


Associate Editor 
THE DIAMOND LIFE BULLETINS 


Concise! Complete! Compelling! 


Actual Size 81/. x 11 


NEW AND STRIKING PICTURES ILLUSTRATE EACH ESSENTIAL POINT 


These pictures posed by carefully selected professional models and photographed by one of America’s outstanding commercial artists. 


IT FIXES THE PROBLEM DEFINITELY 
AND PRESENTS THE SOLUTION CLEARLY 


Enthusiastically Acclaimed By All Who Have Seen It! 


Comment by a C.L.U....Company Leader: “Its the best and most attractive Partnership Sales Aid I’ve Ever Seen”. 


Its 1. A powerful help for a sales interview. 5. A basic outline for agency meetings and clinics. 


Uses; 2. A pre-approach mailing piece. 6. An attractive prestige-building gift to Trust Of- 
3. A gift or loan to a prospect to prepare ficers, Attorneys and Accountants. 
for, or supplement, an interview. 7. An easy and effective method for Companies 
4. A ready-reference section for your and Agencies to introduce the subject of 
sales kit. Partnership Insurance to Agents. 


Let This Powerful Sales Aid Help You Sell More Partnership Insurance! 


Prices : LMG noccweaskcaacnee $1.00 25 conles, eG. i. is scc cs 0-0 es $0.70 500 copies, OG0W 6 665 5ece ess $0.55 
ee eee 80 SO Coles, ORC 6.56 ccc cc eecs 65 1000 copies, each............ 50 
ee RS eee 75 100 copies, each...........4. -60 


THE DIAMOND LIFE BULLETINS 


A National Underwriter Publication 
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Seek fo Stem Tide 
of Lapses of 
Service Cover 


Veterans Administration 
Worried—1 in 15 Con- 
verts to Permanent Plan 


WASHINGTON—Veterans Adminis- 
trator Bradley and his assistant Harold 
W. Breining, left by plane for New 
York Tuesday to meet with the VA ac- 
tuarial advisory committee and discuss 
plans for converting National Service 
Life business to a peace-time basis. 

VA announced the committee will 
consider recommending changes in the 
NSL law “to adapt the government in- 


surance coverage of the veteran to his 
peace-time needs.” 

VA said “the present rate of NSL 
lapses is considered to be excessive and 


to indicate a need for some revision in- 


the conditions surrounding the insur- 
ance.” 

By Aug. 1, with estimated 2% million 
discharges from military service, some 
1,483,949 policies had lapsed, according 
to VA. Only 96,158 were converted to 
permanent forms. This indication that 
only one veteran out of 15 is interested 
to retain his insurance is described by 
VA as “a condition which is causing 
some worry among veteran officials.” 

Among proposals “likely to be dis- 
cussed” at the New York meeting, it 
was stated, is the advisability of decen- 
tralizing NSL activities now performed 
in Washington and New York to VA 
regional offices in the states. 

Another proposal would be to give 
the insured the right to designate any- 
body he chooses as beneficiary. Other 
possible changes “to gear the insurance 
protection to the civilian life and pur- 
suits of the ex-serviceman, thereby en- 
couraging him to retain his government 
insurance after discharge,” said VA, 
were scheduled for consideration. 

The advisory committee includes Ray 


Murphy, Equitable Society; Horace 
Bassford, Metropolitan Life; William 
Breiby, Pacific Mutual Life; Valentine 


Howell, Prudential; A. J. McAndless, 
Lincoln National Life. 





_Typermass Named. 


N. Y. Dept. Deputy; 


Is License Chief 


NEW YORK—Carl Typermass, as- 
sociate examiner in the complaint bu- 
reau of the New York department, has 
been appointed deputy superintendent 
in charge of the license bureau. He will 
also have charge of personnel in the Al- 
bany office of the department. He suc- 
ceeds the late George H. Jamison. 

Mr. Typermass has been with the New 
York department since 1930. Before 
that he was in the premium record de- 
partment of Guardian Life. He was 
graduated from New York University 
in 1927. In the department he has been 
mainly connected with the complaint bu- 
reau. From October, 1942 to April, 1944 
he was in the Albany office reorganiz- 
ing the qualifications bureau, which 
handles examinations for agents and 
brokers. Last May, during Mr. Jami- 
son’s illness, he served as acting deputy 
in charge of the license bureau. 


N. D. Treasurer 
Resigns to Accept 


Insurance Post 


BISMARK, N. D.—Governor Aan- 
dahl has appointed Otto G. Krueger to 
fill the unexpired term of the late Oscar 
E. Erickson as North Dakota insurance 
commissioner. 

Mr. Krueger was born in Russia in 
1890. He came to North Dakota in 1910 
and has farmed extensively in Wells 
county for the past 35 years. In 1920 
he was elected county auditor of Wells 
county, holding the office for 20 years. 
In 1941 he was appointed deputy in- 
come tax commissioner and in 1944 was 
elected state treasurer. He resigned this 
latter office to accept the appointment 
of insurance commissioner. 


Well Considered 


Mr. Krueger is well considered and 
has general approval, based on his ad- 
ministration in previous offices. He re- 
signed as state treasurer at the insistence 
of Governor Aandahl, who is desirous 
of developing the insurance department 
to the highest possible point of efficiency. 

Just prior to the announcement, news- 
papers quoted Gov. Aandahl as stating 
he had not been able to find a succes- 
sor to Mr. Erickson. Gov. Aandahl dis- 
closed that he had offered the office to 
H. A. Kluver of Minot but that Mr. 
Kluver was not able to accept. 

Mr. Krueger’s appointment is for the 
term expiring Dec. 31, 1946. It is the 
first time in the history of North Dakota 
that a constitutional state elective official 
has resigned to accept appointment to a 
second constitutional state elective office. 

Mr. Krueger declared that there will 
be a change of policy in the insurance 
department. “It will be my endeavor to 
give the people of North Dakota the 
greatest benefits of the insurance de- 
partment,” he declared. 





Cruse Prudential 
General Counsel, 
Law Unit Head 


NEWARK—Donald Cruse, general 
solicitor of Prudential, has been ap- 
pointed general counsel in charge of the 
law department, succeeding Charles B. 
Bradley, who retired a year ago to ac- 
cept a commission as lieutenant com- 
mander in the navy. Mr. Cruse was 
with the law firm of Root, Clark, Buck- 
ner & Ballantine at New York before 
joining Prudential in 1938 as ‘associate 
general solicitor. He became general 
solicitor in August, 1944. 


Smith General Solicitor 


Sylvester C. Smith, Jr., who was 
prosecutor of the pleas of Warren 
county, previous to joining Prudential in 
1938 as associate general solicitor, has 
been named general solicitor, and Eu- 
gene M. Conroy, associate general so- 
licitor, has been appointed general at- 
torney. 

Lt. Comm. Bradley has been released 
from active duty and has resumed his 
duties as director of Prudential. He 
will continue to serve the company in a 
legal capacity as special counsel. 





Commissioners Fifth Zone 
to Meet in Dallas 


The eight states comprising the fifth 
zone of the National Association of In- 
surance Commissioners will hold a meet- 
ing at Dallas, Oct. 12-13, Jess G. Read, 
Oklahoma commissioner, the secretary, 
announced. Commissioner Butler, chair- 
man of the Texas board, and chairman 
of Zone 5, has extended an invitation 


U. S. Chamber Seeks 
a Broader Basis 


Planning to Encourage 
American Insurance Com- 
panies to Operate Widely 


Insurance men are very much encour- 
aged by the work being done by the 
U. S. Chamber of Commerce along in- 
surance lines especially relating to the 
extension of U. S. protection to the 
policyholders in other lands, especially 
South America, England, China, the 
Netherlands, Norway, Sweden, France 
and other promising lands. The U. S. 
Chamber is rendering yeoman service in 
encouraging markets in other countries 
calling attention to U. S. facilities. It 
believes that there will be a great future 
in getting concerns in these countries 
acquainted with United States insurance 
companies, learning more about their 
capacity, their financial standing, the 
lines that they write, the service they 
can render. 

There will be at present more or less 
dislocation and there will be need of 
much readjustment before satisfactory 
insurance work can be established and 
adequate service rendered. Eric John- 
son, president of the chamber, has a 
world mind and he is a thorough be- 
liever in extending the lines of his coun- 
try in all directions. During his trips 
into other lands he has made observa- 
tions of great interest. He feels that 
United States should take advantage of 
the present opportunity, being as it is a 
nation that has risen to great heights on 
account of the war and therefore should 
take a prominent part in affording pro- 
tection to buyers in other countries. He 
thinks that there will now be a big mar- 
ket for insurance abroad. 





End of Excess Profits Levy 
on Insurers Is Forecast 


WASHINGTON—Tax revision legis- 
lation, early next year if not this, seems 
likely, in the opinion of insurance ob- 
servers here. President Truman _ has 
recommended “limited” tax cuts apply- 
ing to 1946 income. Senator George, 
chairman of the finance committee, and 
Chairman Doughton of the House ways 
and means committee, agree that some- 
thing should be done. They plan to 
start the wheels in motion soon, with 
a view to final enactment of legislation, 
if possible, before January. If agree- 
ment can be had in advance among 
Congressional and administration lead- 
ers as to the extent and general terms 
of the proposed tax cut, it probably 
can be put through Congress on greased 
skids, as was the corporation reconyer- 
sion 5-point tax felief bill a few months 
ago. 

“W hile exact tax reductions are as yet 
only a matter of speculation, the prospects 
indicate relief for insurance companies 
and other corporations from the excess 
profits tax, in whole or in part, possibly 
effective Dec. 31, 1945; also relief for 
individual taxpayers, possibly in the 
form of a horizgntal cut in all individual 
rates, or repeal of 3% income ‘tax or a 
percentage credit against total tax lia- 
bility as computed under existing rates. 








to all eight states to attend and all have 
accepted. 

A banquet will be given by insurance 
interests of Dallas the first night, and 
arrangements have been made for tick- 
ets for the Texas-Oklahoma football 
game the following day. The states in- 
volved include Texas, New Mexico, 
Wyoming, Colorado, Kansas, Nebraska, 
Arkansas and Oklahoma. 


Equitable Society 
Drops War Clause 
-Retroactively 


Beneficiaries to Get 
About $900,000 More 
Than Was Paid 


NEW YORK—Equitable Society is 
reopening all death claims under which 
less than the face amount was paid by 
reason of the war clause and will pay in 
full the difference between the actual 
payment and the face amount. Equitable 
was one of about half a dozen com- 
panies which did this at the close of 
world war I. 

It is understood that this action will 
result in the payment of approximately 
$900,000 more than was required under 
these policies. According to Equitable’s 


announcement to its field forces, it is 
the first company to take this step. 


Would Be Costly for Some 


A number of other companies had 
been considering a similar step even be- 
fore Equitable’s announcement, which 
will doubtless accelerate many decisions. 
However, it is reported that quite a few 
prominent companies will mot follow 
suit. For some the cost would be rela- 
tively and in dollar volume much greater 
than for Equitable. 

It is recognized that the action of 
Equitable and othtr companies that de- 
cide to do the same thing will probably 
result in heavy pressure from the field on 
companies that do not go along. Fol- 
lowing the Equitable’s announcement 
there was some talk among the other 
companies about the spending of policy- 
holders’ money when there was no con- 
tractual obligation to do so. Most in- 
surance men, however, discussed the 
pros and cons from the practical stand- 
point of whether a given company could 
afford to eliminate its war clause retro- 
actively. 

Will Pay if They Can 


The general feeling was that for a 
company of Equitable’s size $900,000 

represented a considerably lighter 
amount of extra liability than would .be 
the case proportionately for most other 
life companies. The reaction this week 
was that companies that would probably 
pay claims denied under war clauses if 
it would not be too costly, that the pres- 
sure of competition and demands from 
the field would be the deciding factors 
in many borderline cases but that no 
company with a very heavy liability on 
this point would pay these .extra 
amounts. 

In addition to the question of principle 
involved and the amount it would cost 
to pay these claims, the opinion has been 
expressed that such an action cannot be 
taken in fairness to other policyholders 
and that there is some question as to 
whether directors who approve such a 
course might not be personally liable if 
a policyholder chose to make an issue 
of the matter. 


Clause Did Its Job 


Those who agree with Equitable’s 
course point out that one of the main 
purposes of the war clause is not merely 
to protect the company against the extra 
hazard of war deaths among policy- 
holders but to keep from being loaded 
up with applications from men in the 
armed services or eligible for duty. Thus 

(CONTINUED ON PAGE 8) 








? 


Nothing Approaches 
Life Insurance, 
Dern Says 


There is nothing that takes the place 
of life insurance with its certainty of 
fulfillment of the contractual obligation, 
A. L. Dern, vice-president in charge of 
agencies of Lincoln National, told a 
dinner meeting of the E. E. Besser 
general agency in Chicago. The occa- 
sion was the 25th anniversary of the 
agency and celebration of the agency’s 
achievement in leading the company 
nationally in August paid for business. 
Mr. Dern noted that this record was 
established despite the fact the company 
showed a 15% ificrease nation-wide in 
the month, and was made in competition 
with the company’s agencies in 42 states, 
Porto Rico, Canal Zone and Hawaii. 
The Besser agency in 1944 had its best 
production record, excluding 1945, but 
by June 30 this year had exceeded the 
entire 1944 total. 

“Life insurance will play an increas- 
ingly important part in the economic 
structure of the country, in the way of 
building up estates that are more or less 
tax free,” he said. “The opportunity in 
selling life insurance is the finest in this 
country.” 


Forecasts Spurt in Sales 


He was discussing the post-war pos- 
sibilities for life agents. “We may ex- 
pect a spurt in life insurance sales fol- 
lowing the end of the war,” he pre- 
dicted, “just the same as after the other 
world war.” He noted the pent-up de- 
mand for autos, radios, etc., which will, 
he believes, assure full employment for 
many years and the funds with which 
to buy life insurance. Persons involved 
in the manufacture or merchandising of 
these much desired consumer goods will 
be in the market for life insurance, for 
at least six or eight years, he said. 

“The life insurance man is in a very 
fortunate position,, Mr. Dern com- 
mented, “because of the bulging savings 
accounts, the vast investment in war 
bonds, and so forth. His position will 
become increasingly enviable as invest- 
ments shrink and earnings go down.” 

The dinner was held at the Belmont 
anchorage of the Chicago Yacht Club. 
It wound up a “Million for Besser” drive 
in the agency. Dr. George Steiner of the 
Besser office was toastmaster and speak- 
ers included Frank G. Lotito, assistant 
general agent and brokerage manager, 
who presented a scroll to Mr. Besser, 
and Clarence W. Hammell, veteran 
agent who recently returned from sev- 
eral years of military service. 





Companies in Ohio Cited for 
Failure to Pay Tax 
COLUMBUS, O.—The Ohio insur- 


ance division has notified 10 insurance 
companies to attend a hearing in its 
offices Sept. 26 on the question whether 
their licenses should be revoked for fail- 
ure to pay premium taxes to the state 
on 1944 business. Companies and 
amounts of tax alleged to be due are: 

Aetna Fire $30,226; Manhattan Fire & 
Marine $686; Piedmont Fire $339; Stand- 
ard of New York $2,844; World Fire & 
Marine $4,931; London Assurance $898; 
Century Indemnity $757; Standard 
Surety & Casualty $575; Business Men’s 
Assurance $4,167; Woodmen Central As- 
surance $301. 

The department says it has not been 
advised as to the reason the taxes have 
not been paid. It has been suggested 
probably the companies feel the Ohio 
insurance premium tax law is unconsti- 
tutional in view of the decision of the 
United States Supreme Court in the 
S.E.U.A. case. More than a dozen suits 
are pending in courts in Columbus at- 
tacking constitutionality of the tax. 





Wartime additions of life insurance 
have increased the .average owned per 
family in the U,S.,.to 30% more than 
the average 10 years ago. 
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President W. E. Bixby of Kansas City Life is here shown surrounded by a paste-up 
of 4,025 miniature Hereford calves. Each calf, bearing the name of the individual! 
producer, was presented to Mr. Bixby as birthday greeting. The applications were 
produced during August which was Mr. Bixby’s anniversary month. The herd here 
was branded by 687 agents and they possess a volume value of $11,902,524. 

During August there was produced in honor of Mr. Bixby the largest volume of 
new business which Kansas City Life has ever enjoyed in the same month in 
any year of its history. The calf motif was selected because Mr. Bixby’s avocation 


is ranching. 


The leading agency was that of O. Sam Cummings of Texas that produced 466 


applications for $1,915,087. 








All Convention — 
Lids Are Lifted 


The announcement this wee k that all 
restrictions have been rempved on the 
holding of conventions undoubtedly will 
mean that those insurance meetings that 
have been scheduled for this fall will 
attract a much larger attendance than 
was expected and perhaps some of the 
programs will be expanded at this time. 
Also other organizations that may not 
have planned to hold meetings this fall 
may decide to conduct some sort of 
sessions. 

Undoubtedly the American Life Con- 
vention will hold a gathering of some 
dimensions. Plans were already under 
way for a nfeeting of directors and a 
limited representation, but efforts may 
now be made to arrange for a full scale 
annual get-together. 

ODT action was based on recom- 
mendation of the office of war mobiliza- 
tion and reconversion. Previously, the 
ban on conventions and meetings had 
been eased to permit gatherings up to 
150 without approval of the war com- 
mittee on conventions. 

ODT Director Johnson stated lifting 
of the convention ban is not an invitation 
to travel, nor assurance of availability 
of transportation. He asked meetings be 
deferred and kept small when possible 
yntil after the peak of troop movement 
early next year. 





Patton, Equitable Group 
Sales Head, Resigns 


John A. Patton, manager of group 
sales at the Equitable Society home of- 
fice, has resigned to go into the manu- 
facturing business with his brother in 
Erie, Pa. Mr. Patton has been with 
Equitable for 20 years, having started 
with the Woods agency in Pitttsburgh. 
He had been a football star at Penn 
State. Before going to the home office 
he was in charge of a group at Chicago 
for Equitable. 





A. E. McKee, western district man- 
ager of the railroad division of Pacific 
Mutual Life, has qualified as chief of 
the Golden Spike Club for 1945, with 
more than 785. paid units of new busi- 
ness. He won the same distinction in 
1944. 


Burbank, 


Maitre 
Shifted in South 


Jules J. Maitre, formerly manager for 
Metropolitan Life at Lafayette, La., has 
been placed in charge of the New Or- 
leans, La., office account. He succeeds 
William J. Burbank, who was trans- 
ferred to Baton Rouge, La. 

A native of New Orleans, Mr. Maitre 
joined Metropolitan in 1911 in New Or- 
leans. In 1918 he was made an assistant 
manager and assigned to the Tulane, 
La., district where he remained until his 
promotion to manager of the Lafayette, 
La., district in 1929. He is former presi- 
dent of the Southwest Louisiana Life 
Underwriters Association. 

Mr. Burbank, who will have charge of 
the Baton Rouge district and branch of- 
fices at Covington and Lafayette, suc- 
ceeds H. J. Julian. 

Mr. Burbank went with Metropolitan 
at New Orleans in 1933. He served as 
an agent until his promotion to an as- 
sistant manager at New Orleans. In 
1944 he was made manager. A 

While in New Orleans, Mr. Burbank 
was president of the New Orleans 
Young Men’s Business Club. He was 
awarded the Paul Maloney Trophy by 
the club for outstanding civic work in 
his community and for originating and 
sponsoring the home front pledge 
against inflation, which was used na- 
tionally by the O.P.A. He was awarded 
the John Ipser Trophy in 1941 by the 
club for the greatest contribution toward 
the war effort in the New Orleans area. 





Kemper Finance Chairman 


James S. Kemper, president of Lum- 
bermen’s Mutual Casualty at Chicago 
and head of the famous Kemper insur- 
ance fleet, has been reappointed chair- 
man of the finance committee of the 
National Republican party. Mr. Kem- 
per served with distinction in that ca- 
pacity during the presidential year. 

Mr. Kemper was the chief speaker 
at the 50th anniversary celebration of 
the Lumbermens’ Mutual at Mansfield, 
O., and from there went to Washing- 
ton, D. C., to confer with the directors 
of the U. S. Chamber of Commerce of 
which he is a former president. Then 
he goes to New. York to attend the 
meeting of the all-industry insurance 
committee that is working out the prob- 
lems with the insurance’ commissioners. 


Ohio National in 
Tangled Bond Suit 


_Glens Falls Indemnity and Ohio Na. 
tional Life are in a series of tangled 
law suits over the fidelity bond of Glens 
Falls Indemnity covering Miss Helen 
A. Kreidler, ¥ormer Chicago general 
agent of Ohio National, and M. C. Jones 
her office manager. The matter is cur. 
rently awaiting a ruling from Federaj 
Judge Shaw in Chicago on the attempt 
of Ohio National to remove one of the 
suits from the Cook county circuit court 
to the federal court. Meanwhile, each 
insurance Company has been enjoined by 
a different state court from suing in an- 
other state and a complaint has been 
made to the Ohio department. 

Miss Kreidler had an exclusive gen- 
eral agency arrangement with Ohio Na- 
tional in Chicago for mortgage redemp- 
tion insurance under the “home security 
plan.” : 


Started in 1940 


_ Before Ohio National reinsured Home 
Security Life of Rockford in 1940, Miss 
Kreidler handled similar mortgage re- 
deption business for the latter com- 
pany. She made the same arrangement 
with Ohio National, operating first 
with a corporation, which was changed 
in 1942 to a personal agency contract, 
She made contracts with agents out of 
her office and also did considerable busi- 
ness through building and loan associa- 
tions, under arrangements where the life 
insurance premiums were collected with 
monthly mortgage payments. 

Ohio National canceled the general 
agency agreement in July, 1944, and 
notified Glens Falls Indemnity of a claim 
under its bond, charging that Miss Krei- 
dler and Mr. Jones had defaulted in 
premium remittances, with a shortage of 
over $25,000. After various maneuvers, 
Glens Falls Indemnity, having been no- 
tified that Ohio National was going to 
sue in the Ohio courts, started a declar- 
atory judgment action in the Cook coun- 
ty circuit court early in July of this 
year, joining Ohio National and the two 
principals under the bond, asking for a 
determination of the issues and the li- 
ability, if any, of the bonding company. 
Circuit Judge Fisher, after a hearing, 
granted a temporary injunction restrain- 
ing Ohio National from prosecuting any 
other suit against Glens Falls Indemnity 
under the bond. Miss Kreidler and Mr. 
Jones filed a counterclaim in Judge 
Fisher’s court, charging that Ohio Na- 
tional owed them commissions and ask- 
ing for an injunction restraining Ohio 
National from selling mortgage redemp- 
tion insurance under the same plan and 
for damages of $100,000. 


Suit in Ohio 


On the same day, July 17, Ohio Ne 
tional used Glens Falls Indemnity (but 
not the two principals) in the common 
pleas court in Cincinnati and obtained 
a temporary injunction, without a hear- 
ing, restraining Glens Falls Indemnity 
from prosecuting its suit in Illinois. It 
also brought a complaint against Glens 
Falls Indemnity before .the. Ohio insur 
ance department at Columbus, charging 
that Glens Falls Indemnity had violated 
the Ohio insurance code by starting the 
Illinois suit, since it had filed a cot 
sent to be sued in Ohio on bonds writ 
ten in that state, as a prerequisite t0 
doing business in Ohio. Ohio National 
had raised the same point in the coutt 
actions in Chicago and in Cincinnati. 

Ohio National then appealed Judge 
Fisher’s injunction to the appellate cout 
of Illinois and also filed a removal at 
tion with the federal district court if 
Chicago. As matters now stand, Judge 
Shaw’s ruling on the removal actiot 
will probably determine the future of the 
Illinois action. The case has yet to bé 
tried on its merits and presents mati 
complicated problems of procedure atid 
jurisdiction. 

The position of Miss Kreidler and 

(CONTINUED ON PAGE 9) 
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1943 September 14, 1945 
in Reestablishing 
= a 
2s Insurance in Manila 
ngled Ins I I 
Glens 
Helen . . s 
neral | Louis Pink, Back in N. Y. 
ones, | Releases Report to 
e “4° . ‘7 . 
om Philippines’ President 
of the 
eal NEW YORK—President Louis H. 
an Pink of Associated Hospital Service, 
in an- | former New York insurance superin- 
been } tendent, has returned from the Philip- 
gen. ) Pines where for more than two months 
> Na. | he was engaged in straightening out the 
lemp- J insurance affairs of the war-torn com- 
curity } monwealth. Mr. Pink came back a couple 
of weeks sooner than he would have 
preferred but if he had not taken plane 
Home | space that was immediately available he 
Miss | faced the possible prospect of being 
re re- @stranded indefinitely in the Philippines, 
com- §s0 acute has become the demand for 
ement Jeastbound’ air transportation now that 
first the war with Japan has ended. 
angel § As it was, Mr. Pink left on two hours 
itract, notice. His work is being continued 
yut of by Leonard Gardner, who was his coun- 
busi: sel when Mr. Pink headed the New 
sociae # York department. Mr. Gardner will re- 
he life main until about Oct. 1. Mr. Pink made 
| with the entire trip from New York City to 
Manila by plane but coming back he 
eneral Jtraveled by air only as far as San Fran- 
, and §cisco. When it came to getting a priority 
claim J for his air trip across the continent he 
Krei- Ffound that his westward trip had been 
ed in Jpart of the war effort but that coming 
age of Fback was not, so he came back on the 
‘uvers, fi train. 
1 N10- 
ing to q Manila Incredibly Busy 
leclat- | Manila was an incredibly busy place 
coun fwith military supplies everywhere. 
f this {Though there were many minor in- 
1¢ tWO Fconveniences and the dust stirred up by 
for 4 I the constant heavy traffic was annoying, 
ee Mr. Pink says he wouldn’t have missed 
1pany. T the experience. 
arin’; | “IT got quite a kick out of being an 
strail: f insurance superintendent again,” he said, 
1S any Fexplaining that while his title was that 
‘mmity fof special insurance adviser to President 
id Mr. Sergio Osmena the work was essentially 
je that of running the insurance depart- 
> N#® F ment. 
d Be Mr. Pink was in Manila on V-J day 
but there had been three previous re- 
dea ports that the Japs had surrendered, 
in am’ Teach followed by extensive celebrating 
so that when the official announcement 
came there wasn’t much energy left. 
o Me The insurance department’s work was 
~ (but considerably hampered by the slowness 
nna of local mail service and the complete 
tau absence of telephone service for, civili- 
“hear: | 2S: A letter might reach its destination 
om 10 days after being mailed and in order 
nis to make appointments people used the 
Glens § €tSonal columns of the 30 or so local 
insur mwspapers. . , 
argi When Mr. Pink wanted to get in 
‘olatei @OUCh with one of the insurance com- 
ng the p2y offices it was necessary to send 
1 cots messenger or go in person, The gov- 
; writ |"ment supplied him with jeep trans- 
site tof 2rtation to and from his office but no 
ational] “@2sportation was available during the 
. court} st of the day. Consequently, when he 
‘ati, |'8d communications for the insurance 
Tudge| Slices he stopped by with them en 
e court] ute to or from his office. | : 
val ac]! spite of being in Manila during 
surt inf€ rainy season, Mr. Pink was not 
Tudge bothered by the heat except the first 
action Mght after he arrived. He slept on a 
. of theft in the Hotel Manila, sharing a room 
- to bith several other men. ; 
"man Because of the urgent need for insur- 
re anqtce facilities, Mr. Pink immediately 
began to proceed on the basis of re- 
a licensing all legitimate and solvent com- 
‘_ (CONTINUED ON PAGE 9) 
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Honor Atlanta Leader of 
N. Y. Life on 50th Year 


John Ashley Jones will be honored on 
his 50th service anniversary with New 
York Life in At- 
lanta at a dinner 





Sept. 21. -Vice- 
president Dudley 
Dowell will be 


present from the 
home office and 
Don Parker, super- 
intendent of agen- 
cies, and Louis T. 
Bates, Atlanta 
agency director, will 
be on hand. The 
Atlanta branch has 
been holding a 50- 
day drive in honor 
of Mr. Jones and >» 
the applications will be presented to Mr. 
Jones at the dinner. A sales meeting 
will be held the following day. 


Charter Member of Club © 


Mr. Jones is a native of Georgia and 
started with New York Life in 1895. He 
is a charter member of the New York 
Life’s $200,000 club which was formed 
in 1898 and for many years has been 
a senior Nylic. Mr. Jones has been 
a department vice-president of the Top 
Club a number of times. He served as 
president of the Atlanta Life Under- 
writers Association in 1931-1932 and or- 
ganized Atlanta Life Managers Club in 
1932. He is a member of the Georgia 
Leaders Round Table and has taught 
in-urance classes at the University of 
Georgia Evening College. Mr. Jones 
has had a steady production among 
prominent business and professional men 
and is considered an expert in business 
insurance, programming and_ taxation. 
He has spoken at a number of life un- 
derwriters association meetings as well 
as at Nylic gatherings. He was born 
in 1871. 





J. A. Jones 


Mutual Life Tells Plans for 
Returning Veterans 


Mutual Life has put into effect a plan 
of field opportunities for returning vet- 
erans, including those who were pre- 
viously employed at the home office and 
in the agencies, and discharged veterans 
who never were associated with the 
company. 

The program covers special benefits 
which are made available to Mutual 
Life agents who return and also to 
others not previously with the company. 
It also opens opportunities to those 
salaried employes who may be interested 
in broadening their activities and who 
demonstrate aptitude for sales work. 

Mutual Life’s training program for 
disabled veterans, undergoing vocational 
rehabilitation in accordance with public 
law 16, has been accepted by the cen- 
tral office of the veterans administration. 

The training program provides that 
each disabled veteran so accepted will 
be enrolled and trained by Mutual Life 
and will be compensated during his 
training in accordance with the “Incen- 
tive Earnings Plan” or the “Lifetime 
Plan Contract.” 

For veterans who rate “A” or “B” 
on the veterans aptitude index and who 
sign a lifetime or incentive earnings 
plan contract within six months of hon- 
orable discharge, the cost of the veter- 
an’s basic training course material will 
be assumed by the company. 


Wis. Man, 96, Gets Policy Payment 


Outliving his expectancy under a pol- 
icy issued to him 41 years ago by 
Northwestern Mutual Life, Henry M. 
Smith of Sparta, Wis., was presented a 
check for $1,500 by L. S. Griffin, district 
agent for the company in La Crosse, 
Wis. Mr. Smith will reach his 96th 
birthday Sept. 23, and the payment of 
the matured policy was made on the 
policy anniversary nearest that birthday. 
It was issued in 1904 as a 15-payment 
life policy, becoming paid up in 1919. 











sidered one of the classics. 


‘Do you mean to starve us?’ 


worth his while to buy.” 


+ 








The Salesman 


It was exactly one hundred years ago, in 1845, that Henry 
David Thoreau left Concord and went to live in a hut at 
Walden Pond, where he wrote a book which came to be con- 


In that book, “Walden,” he wrote the following:— 


“Not long since, a strolling Indian went to sell baskets 
at the house of a well-known lawyer in my neighborhood. 
‘Do you want to buy any baskets?’ he asked. 


“ “No, we do not want any,’ was the reply. 


““What!’ exclaimed the Indian as he went out the gate. 


“Having seen his industrious white neighbors so well off... 
he had said to himself: I will go into business; I will weave 
baskets; it is a thing which I can do. Thinking that when 
he had made the baskets he would have done his part, and 
then it would be the white man’s to buy them. He had not 
discovered that it was necessary for him to make it worth 
the other’s while to buy them, or at least make him think 
that it was so, or to make something else which.it would be 


THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 
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Program to Pass 
Uniform Laws Is 
Quite Successful 


Guertin and Kastner 
of A.L.C. Tell Progress to 
Chicago Life Managers 


The legislative program throughout 
the country to pass the Guertin uniform 
bills relating to standard valuation and 
nonforfeiture provisions has succeeded 
as well as could be expected of any 
program of uniform 
legislation dealing 
with so technical a 
subject, A. N. 
Guertin, actuary of 
American Life 
Convention, who 
previously was ac- 
tuary of the New 
Jersey insurance 
department 
and chairman of 
the special commit- 
tee on this subject 
in the National 
Association of Insurance Commissioners, 
told the Life Agency Managers of Chi- 
cago at a luncheon meeting Wednesday. 

“The completion of the program,” he 
said, will remove many popular mis- 
conceptions regarding the operations of 
life insurance companies. It may -per- 
mit of certain minor simplifications in 
the life insurance policy; it will make 
life insurance a little easier for the agent 
to explain and, above all, it will lead 
to increasing equity in the distribution 
among the great body of policyholders 
of the benefits provided by their poli- 
cies.” 


Kastner Takes Part 





Guertin 


A. N. 


Mr. Guertin appeared with Ralph H. 
Kastner, associate counsel of the A.L.C., 
who discussed the legal aspects of the 
uniform bills and participated with Mr. 
Guertin in a question-and-answer period 
which followed. 

“So far as the life insurance busi- 
mess is concerned, the enactment of 
these laws means major changes in the 
fundamental actuarial bases of opera- 
tion of the companies,” Mr. Guertin ex- 
plained. “The public will be benefited 
by being assured that the calculation 
from which the premiums, dividends and 
the benefits under their policies are 
based reflects conditions as to mortality, 
interest and company operating expenses 
which are realistic as to what may be 
expected in the way of future experi- 
ence. Fairly substantial equity in the 
important elements is  undobutedly 
achieved under current conditions, but 
how this can occur when the companies 
refer in their policies to tables of mor- 
tality based on experience of the 1860s 
is a mystery to almost everyone except 
an actuary.” 

He said the low rate of return which 
companies are receiving on the invest- 
ment of new funds does not arise solely 
as a result of their large investment in 
government bonds. Investments of first 
quality are earning excessively low rates 
of return and most economists believe 
there are good reasons to think such 
low returns will continue for a long 
time. Therefore, he said, it is necessary 
that companies assume lower rates of 
interest in calculating premiums, reserve 
and nonforfeiture benefits than have 
been in effect heretofore. The substitu- 
tion of the new C.S.O. table at this 
time means its effect on policyholder 
costs will be hidden to a great ‘degree, 
Mr. Guertin said. 

“Gross premium rates, in the case of 
participating insurance, are not a meas- 
ure of the cost of the policy to the 

(CONTINUED ON PAGE 6) 
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Give John Hancock 
Debit Men New 


Salary Raise 


WASHINGTON—The national war 
labor board has awarded to industrial 
agents employed by John Hancock a 
77 cents increase in weekly wages which, 
the board said, “in addition to a previous 
increase of 48 cents a week (ordered May 
5, 1944) will remain in effect until such 
time as the New York state law permits 
payment of a 6% commission ‘as a col- 
lection fee for monthly debit ordinary 
business.’ ” 

WLB stated that company policy pro- 
vides for paying uniform commission 
rates to its 2,500 industrial agents, at 
present 444%. The board order provides 
that “when the 5% commission maxi- 
mum in New York is increased to 6%, 
such commission shall be paid by the 
company and the $1.25 weekly increase 
discontinued.” WHLB stated that 6% 
commission is permitted in other states 
where John Hancock agents operate. 

It was explained that the $1.25 in- 
crease was “estimated as the equivalent 
of the amount to be gained” when the 
6% rate becomes effective. 

The industrial agents, represented by 





United Office & Professional Workers, 
CIO, “also work on ordinary insurance 
on a monthly, quarterly and premium 
basis,” said WLB. 

John Hancock has had previous con- 
tracts with smaller bargaining units of 
the union, WLB announced but “this is 
the first national contract which involves 
16 local unions. The company had ap- 
plied any wage increases, resulting from 
dispute proceedings with the smaller 
units, effective for all its industrial 
agents,” the board added. 

WLB announced the union maintained 
in proceedings before the board involv- 
ing the first national contract, that John 
Hancock agents earn less than those em- 
ployed by two comparable companies; 
also that the increase was necessary to 
offset increased cost of living. 

It also stated the company opposed 
increased wages on the ground that it is 
mutual and the increase would be an 
undue burden on 7 million policyholders. 
It was pointed out, the board said, the 
company’s agents “have always earned 
less than the agents of the other com- 
panies.’ 

The board designates the total $1.25 
per week increase as “interim conserva- 
tion fee.” The board directs that terms 
and conditions outlined above shall be 
incorporated in a signed agreement re- 
citing intention of the company and 
union to have their relations governed 











HELPING OTHERS TO ACHIEVE! 


Millions have replaced thought- 
less spending with sound 


investments in Life Insurance. 


The Friendly Ohio National has 
made many new friends—and 


will keep them. 


Over One-Quarter Billion in Force 








THE OHIO NATIONAL 


LIFE INSURANCE COMPANY 


CINCINNATI, 





OHIO 


thereby, as ordered by WLB. It stated 
that its action is based on the national 
wage stabilization policy. 





Unusual Virginia Ruling 
in Case Involving Lack 
of Insurable Interest 


RICHMOND, VA.—When the _in- 
sured pays the full contract price for 
an insurance policy and reserves the 
right to change the beneficiary at will, 
the contract is his absolute property and 
he should have the same right to dis- 
pose of it as he has to bequeath and 
devise his other interests, the Virginia 
supreme court of appeals held last week 
in Smith vs. Coleman. This involved 
the question whether the policyholder 
could designate a beneficiary who had 
no insurable interest in his life. A pre- 
vious ruling of the appellate court was 
reversed, which had affirmed the Fred- 
ericksburg circuit court ruling. 

E. G. Heflin of Fredericksburg origin- 
ally named as beneficiary in life policies 
for $25,000 and $75,000 his sister, Bessie 
U. Heflin, then 10 years later changed 
beneficiary in the smaller policy to Ruby 
S. Burton, his secretary, to secure a 
$65,000 loan from a Fredericksburg 
bank. Heflin posted both policies as 
part collateral and both women joined 
in assignment of the policies. 

He paid premiums until his death July 
31, 1941; thereafter the bank collected 
the proceeds of the policies, deducted 
the amount of its pro rata and paid 
Bessie Heflin $26,069 and Ruby Bur- 
ton $8,563. Ruby ‘Burton 
testate and her executors filed a petition 
alleging her estate was entitled to re- 
cover from the Heflin estate $16,191, 
the difference between the amount paid 
Ruby Burton and the face value of the 
smaller policy. 

The Heflin estate executors answered 
with a counterclaim that since Ruby 
Burton had no insurable interest in the 
life of Heflin, his estate was entitled to 
recover from the Burton estate the 
$8,563 paid by the bank to Ruby Bur- 
ton. 

In its final opinion, the appellate court 
entered a final decree in favor of ap- 
pellant for $16,191. The lower court 
had held the estate of Ruby Burton was 
not entitled to recover anything. 

The appellate court stated it appeared 
Heflin showed good faith and confidence 
and the law could not condemn the 
transaction. “These facts should put 
the beneficiary in life insurance policies 
on the same plane as the beneficiary 
named in a will during the life of a 
testator,” the court said. “The benefi- 
ciary during the life of the insured had 
no vested right in the policy. She had 
a mere expectancy, quite similar to 
that of a legatee during the life of .a 
testator. However, if no change was 
made in the policy upon the death of 
the insured the right of the beneficiary 
became fixed and vested. . .” 

The court said the principal obliga- 
tion was the amount owed the bank 
as evidenced by a promissory note ex- 
ecuted by Heflin. “The life policies were 
transferred and used as collateral or 
secondary means to insure its payment. 
While the bank had the right to use the 
collateral in payment of the obligation 
due it, the exercise of this right did 
not deprive the beneficiary named in 
the policy of her right to subrogation, 
as it was her money that was used to 
discharge an obligation for which the 
Heflin estate was primarily obligated.” 





Names Eastern at Springfield 


Union Mutual Life has appointed C. 
Clement Eastern general agent at 
Springfield, Mass. He is a graduate of 
Northwestern University and entered 
the business with New England Mutual 
in Philadelphia. He later moved to 
Springfield where he was located for 8% 
years. Then he accepted the general 
agency for Mutual Trust at Worcester. 





Atlas Life, Central City, Ky., has been 
incorporated with capital of $300. 


later died ° 


rs * WE ARE MAILING TO 


Western & Southern Aids 
Agents to Own Homes 


CINCINNATI—Western & Southery 
Life has announced to its agents that 
in order to encourage home ownership 
it will lend them money at 3%% in. 
terest to build or buy a home or to 
refinance any loans they may now haye. 





Managers’ Meeting Program 


NEW YORK—The Life Managers 
Association of Greater New York will 
hold its first fall meeting at an all day 
session Oct. 24 at the Hotel Biltmore, 
Speakers will be Lewis W. S. Ch apman, 
Sales Research Bureau, who will discuss 
the “Postwar Future of the Life Insur- 
ance Business”; Vincent B. Coffin, vice. 
president and superintendent of agencies 
Connecticut Mutual, whose topic js 
“Management’s Job With Tomorrow's 
Agents” and Stuart Smith, manager for 
Connecticut General at Philadelphia, will 
talk on “Tomorrow’s Agent.” 





Insurance Institute Syllabus 


NEW YORK—tThe Insurance Insti- 
tute of America, 80 John street, New 
York 7, N. Y., has issued a 48-page syl- 


labus of its courses in insurance for 
1945-46. 





OUR MEMBERS THE COM- 
PLETE PROCEDURE FOR 
QUALIFYING VETERAN'S 
TRAINING PLANS. 


* * * 


THE MAILING INCLUDES 
(1) the step-by-step procedure, 
(2) the forms and (3) a sample 
proposal. We will be glad to 
send you the material with our 
compliments. 


ONCE MORE, do not forget 
that a “course” as a “course” is 
only part, in fact the smaller 
part, of the program which must 
be submitted. 


THE CREDITING COMMIT- 
TEES are asking for a complete 
synopsis of your procedure, your 
selection methods, your training 
system including follow through 
and a detailed 52-weeks program 
of supervision. 


WE HAVE HELPED IN 
BUILDING A NUMBER OF 
APPROVED PROGRAMS 
and will be glad to work with 
you in any way we can. 


* * * 


IT IS INTERESTING TO 
NOTE THAT A SURPRISING. 
LY LARGE NUMBER OF RE- 
TURNING VETERANS ARE, 
SEEMINGLY ON THEIR OWN 
INITIATIVE, CONSIDERING 
LIFE INSURANCE WORK. 


PAUL SPEICHER 
Managing Editor 
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Pomeroy Takes Over at 
Miami for Penn Mutual 








R. S. POMEROY 


Richard S. Pomeroy, 3rd, who recently 
was appointed general agent of Penn 
Mutual Life at Miami, Fla., has been 
with the company since 1932. He served 
as cashier at Birmingham, and the New 
York premium collection office, as office 
manager of the Philip O. Works Agency 
in Rochester, N. Y. At Rochester he 
did supervisory work and personal pro- 
duction. He recently was elected presi- 
dent of the Rochester Association of 
Life Underwriters. : 


Dispute with Army Over 
Premium Allotments 


The “Interpreter,” publication of the 
Insurance Accounting & Statistical As- 
sociation, reports that one of its mem- 
bers has received several demands from 
the office of dependency benefits for 
alleged overpayments. of class E allot- 
ments. It turns out that although the 
allotment was no longer deducted from 
the soldier’s pay because of his request 
to discontinue or for some other reason, 
the insurer continued to receive allot- 
ments for many months after the 
soldier’s allotment was discontinued. 

The “Interpreter” observes that these 
premiums were not paid to the insurer 
through any fraudulent methods, neither 
were they paid to the insurer under any 
erroneous, mistaken or wrongful pro- 
cedure on its part. 

One insurer, this publication states, 
takes the position that the War Depart- 
ment acts as agent for the insured and 
upon receipt of payment the insurer was 
required to continue the insurance in 
force. It had no knowledge that the 
War Department was making a pay- 
ment for which a similar deduction was 
not made from the alloter. When these 
allotments were subsequently discon- 
tinued, the insured either resumed pre- 
mium payments or permitted the policy 
to run under extended term insurance 
from the paid-to-date as shown by the 
insurer’s records. When the premiums 
are paid, regardless of who pays them, 
the contract is enforceable and the in- 
surer would be compelled to pay its lia- 
bility even though the War Department 
erroneously forwarded payment on be- 
half of the insured. This particular 
company, it is stated, has refused to re- 
fund such alleged overpayments. 








Watson and Elliott to Speak 


SAN FRANCISCO—At the Sept. 21 

dinner meeting of the San Francisco 
Quarter Million Dollar Round Table, 
R. E. Watson, Occidental Life, will talk 
on “How to Sell a Half a Million (or 
Better) Without Work” and Clayton 
Elliott, a practicing attorney after 20 
years in the insurance field, will discuss 
“How Your Attorney Can Sell Life 
Insurance for You.” 


Revamp Wis. Bill 

MADISON, WIS.— The Wisconsin 
legislature adjourned sine die after a 
two day session, following a recess 
called June 20. A bill to exempt bene- 
volent societies from the state insurance 





statutes, if they have fewer than 2,000 
members and paid no more than $2,000 
benefit on a death was repassed with a 
provision to exempt only domestic com- 
panies. Governor.Goodland had vetoed 
the original measure and the change was 
made to meet his criticism. The gov- 
ernor’s veto was upheld on a bill au- 
thorizing group life for employes of 
members of business, industrial and 
trade associations. 





D. C. Group Hears Kayser 


WASHINGTON —First fali dinner 
meeting this week of the Washington 
C.L.U. chapter was presided over by C. 
W. O’Donnell, program chairman, in the 
absence of President Earle W. Sapp on 
account of illness. The speaker was El- 
mer Kayser, George Washington Uni- 
versity dean, on “Economic and Polit- 
ical Conditions Abroad.” 


$10,000 for 31 Days for $1 


WASHINGTON-—In accordance with 
announcement of the armed services, an 
amendment or endorsement to Indem- 
nity of North America’s trip accident 
policy covering plane passengers of the 
Army Air Transport Command and Na- 
val Air Transport Service carried wholly 
within the United States, has been 
adopted. It provides for $10,000 cover- 


age on a round trip within 31 days at a 
cost of $1. Other provisions are similar 
to those of the world-wide policy of 
North America for trip accident in jour- 
neys via ATC and NATS planes. 


Ede with Coates & Herfurth 


Cecil F. Ede, for 2% years captain 
in the medical administrative corps of 
the army, has joined Coates & Herfurth, 
consulting actuaries of San Francisco 
and Los Angeles. Before entering the 
army, he was assistant actuary of West 
Coast Life. 








Ens Acting Chief Examiner 


K. Neville Ens of St. Louis has been 
appointed acting chief examiner of the 
Missouri department. Besides having 
been an examiner for a number of years 
he is also a lawyer and has had other 
insurance. experience. 





Victory Loan Deferred Payments 


WASHINGTON—Releasing detailed 
terms and conditions of 24% and 244% 
Treasury bonds for sale in the Victory 
Loan drive, Secretary of the Treasury 
Vinson announces that such bonds “al- 
lotted to life insurance companies .. . 
may be paid for in whole or in part, 
at par and accrued interest, at any time 


or times, with payment to be completed 
not later than Feb. 28, 1946.” 





Give Group Cover at Picnic 


At a company picnic at Erie, Pa., 1,528 
employes of the Hammermill Paper 
Co. were presented with a gift of group 
insurance certificates providing $1,000 in 
life protection and a similar amount of 
accidental death and dismemberment 
cover. The protection is written 
through Prudential on a non-contribu- 
tory basis. 





William F. Dix, 77, who was secretary 
of Mutual Life for 27 years before he 
retired in 1933, died this week of cere- 
bral hemorrhage. He was born at 
Newark and educated at Princeton. He 
was literary editor of “The Churchman” 
for six years and in 1900 became editor 
of the “Home Journal” which was later 
called “Town & Country.” He joined 
Mutual Life in 1906. 

Mr. Dix was appointed consul general 
of Montenegro in New York in 1918 
and two years later was placed in charge 
of the Montenegro legation. He was 
decorated by King Nicholas of that 
country and during the war served as 
chairman of the board of international 
hospitality in New York. 











REACHING .... 
A Greater Audience 


Our new Daytime radio show—Jack Berch 
and His Boys—is now being heard daily, 
Monday through Friday, over the American 
Broadcasting Company (Blue Network). 


Together with the popular ‘Prudential 
Family Hour”—Sunday afternoons over CBS 
—our messages are being heard by people in 
all income groups. 


We believe that our representatives are 
finding this greatly enlarged audience increas 
ingly receptive to interviews leading*to the 
sale, service and conservation of Prudential 
life insurance. 
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OPPORTUNITY 


We have excellent openings in the following terri- 
tories for General Agents and consistent producers: 


Arizona Missouri 
Florida Nebraska 
Illinois Ohio 
Indiana Oklahoma 
lowa Texas 
Kansas Virginia 


Maryland District of Columbia 


You will be especially interested in our Complete 
Coverage Package Plan. Also our unique Miracle 
Letter Lead system. And, above all else in knowing 
how you can create $1,000 in renewals the second 
year by averaging only three Package Plan sales 
weekly and how in five years you can have an 
income that will make you financially independent. 
Correspondence Confidential. 


HUGH D. HART 


Vice-President and Director of Agencies 


Illinois Bankers Life 


Assurance Company 
MONMOUTH, ILLINOIS 


GLOBE LIFE INSURANCE COMPANY 
OF ILLINOIS 


Offers Illinois Agents 
| Dp: Cor=}o) alo} ot-¥ a aXe (=) een am Oj ojolovanthebian 
VERY ATTRACTIVE CONTRACTS 


a 


COMPLETE LIFE INSURANCE 
COVERAGE— AGES 0-60 


|p or-3OC- bal aw Ebb al- Wey MI hb aids ab8(-W axe) blest -T-| 
FULL BENEFIT AGE 5 
es 
For Particulars Werite Home Office—Address Since 1895 
431 South Dearborn St., Chicago, Illinois 
WM. J. ALEXANDER, PRESIDENT 





Program of Uniform Laws Progesses 


(CONTINUED FROM PAGE 3) 





insured. The future course of dividend 
scales must be anticipated in making 
any prediction as to the net cost of the 
new plan of operation. The reduction 
in the interest rate will mean consider- 
ably larger elements of excess interest 
in-the dividend, while the substitution of 
the new mortality table will mean a 
substantial decrease in the mortality fac- 
tor. 

“The decline in the mortality factor, 
however, will be accompanied by a cor- 
responding increase in the loading fac- 
tor and the total amount of dividends 
paid on a given policy for a given pre- 
mium will remain very largely the same 
in the aggregate, but the incidence there- 
of will be changed radically. 

“Under present conditions, the pro- 
duction of a dividend scale with divi- 
dends increasing by duration, with equity 
to all policyholders, is an almost im- 
possible task. Under the new plan divi- 
dends in the early years will be rela- 
tively small but they will increase sub- 
stantially in the later policy years. 


Anticipates Little Change 


“With the operation of compound in- 
terest it may be concluded that the then 
aggregate dividends over a substantial 
period of time, for a given policy which 
remains in force, will be larger than 
they would be with the old system to 
be continued. The present value of all 
the future premiums less dividends, as- 
suming equity in all cases, should re- 
main approximately unchanged by the 
use of the new bases.” 

He said an important benefit from 
adoption of the laws will be that the 
resistance from well informed policy- 
holders, particularly those who had some 
knowledge of the course of the T.N.E.C. 
investigation, which became fairly sub- 
stantial in the middle and late 30s, to 
the use of the old American experience 
table, will be removed by use of the 
table which represents current mortality 
on a basis suitable for insurance com- 
pany operation. “The fact that high 
premium policies will have earlier cash 
values than low premium policies con- 
sistent with the higher premium pay- 
ments made by the policyholder will 
eliminate a considerable amount of cri- 
ticism of the life insurance business,” 
he declared. 


Tells of Some Innovations 


“There are some innovations in the 
plan which are of real practical interest. 
The present requirements in the statutes 
that nonforfeiture benefits must be 
available only after three annual pre- 
miums have been paid will be eliminated 
and a non-forfeiture benefit will be re- 
quired as soon as the formula produces 


a value. On higher premium plans this - 


will mean a nonforfeiture benefit at the 
end of the first year in the case of all 
companies. In some cases, undoubtedly, 
these values will be given in cash, as 
well as the later values. 

“In the case of whole life policies is- 
sued at the very young ages, it may 
mean that the first nonforfeiture benefits 
may occur in the fourth or fifth year. 
The use of the new table will result in 
a substantial increase in terms of the 
extended insurance at all the younger 
ages, the amounts of paid up insurance 
will be slightly increased, particularly 
at the younger ages, but the term of 
required extended insurance at the older 
ages is decreased to some slight extent 
in conformity with the developed mor- 
tality experience of the companies. Re- 
quired cash values on certain forms of 
policies will be increased, particularly is 
the middle durations, with considerable 
increase in the benefits available on 
lapses at those durations.” 

He said the program of law enactment 
to provide standard nonforfeiture and 
valuation laws in the various states has 
been characterized as streamlining actu- 
arial fundamentals of the life insurance 
business. It will remove from state 
laws antiquated statutory statistical lim- 
itations and substitute a modern basis on 
which life insurance can progress in the 





interests of policyholders and the public, 
Mr. Guertin said. 
He touched on the history of devel- 


opment of the model laws and explained 


they would become effective Jan. 1, 1948, 
abolishing the American experience ta- 
ble and substituting the C.S.O. or com- 
missioners’ 1941 standard ordinary mor- 
tality table which was constructed on 
the basis of life company experience in 
the decade 1930-1940, supplemented by 
a margin adequate for contingencies 
and fluctuations in mortality. It permits 
use of this table for determination of re- 
serves and calculations of nonforfeiture 
benefits and, he said, undoubtedly will 
become the basis for calculation of 
premium rates. In the case of indus- 
trial life insurance it substitutes for simi- 
lar purposes the 1941 standard indus- 
trial mortality table for the standard in- 
dustrial table of 1907. 

An important benefit is that the pro- 
gram contains a new basis for calcula- 
tion of nonforfeiture benefits so the de- 
termination is made independently of 
the reserve standard. 


Finds Theory Unrealistic 


Mr. Guertin said that because of the 
increase in mortality rates with increas- 
ing age, the insured under a level pre- 
mium policy pays a premium higher 
than necessary to meet current mortal- 
ity costs in early years of his policy 
and the excesses are accumulated to 
meet deficiencies in current costs in 
later years. This results in necessity 
for a reserve in which, according to the 
theory of Elizur Wright, the insured 
has an equitable interest of which a cer- 
tain portion should be available to him 
as a nonforfeiture benefit if he defaults 
on his policy. “There is nothing unsound 
in this reasoning,” Mr. Guertin said, 
“except that it does not take into con- 
sideration all the facts in connection 
with the issuing of a policy of insurance. 
It is unrealistic in that it does not recog- 
nize the fact that company expenses do 
not fall at equal rate at all policy dura- 
tions, and furthermore it does not recog- 
nize that the basis of reserve may neces- 
sitate changes in accordance with vary- 
ing economic conditions. 

“The new statute recognizes these 
conditions by separating the two pur- 
poses for which legislation specified 
mortality tables and interest rate. It 
recognizes that the policy provisions 
are a matter of contract and not a mat- 
ter of financial statements. 


Formula More Equitable 


“It recognizes that the determination 
of reserve is a balance sheet matter and 
not properly a matter of contract be- 
tween the policyholder and the com- 
pany. Accordingly, the new statutes re- 
quire that the policy shall contain non- 
forfeiture benefits according to a formula 
which is intended to recognize the inci- 
dence of expenses and to require the 
companies to pay out, in nonforfeiture 
benefits, amounts which are commensu- 
rate with the actual accumulation of 
funds on individual policies in accord- 
ance with actuarial assumption suitable 
to the time that they were issued. The 





WANTED 


two men who want to go 
places 


One of America’s strongest, most ag- 
gressive middle-west life companies 
has a development program which 
requires two live wire supervisors to 
work out of the Home Office. 


Permanént positions, straight salary 
and expenses, no ceiling on oppor- 
tunity to grow, all the equipment 
and cooperation an aggressive man 
can ask for. 


State age, experience, salary ex- 
pected, etc., in fullest detail. Enclose 
recent picture if possible. Our own 
organization knows of this advertise- 
ment. Address Box No. C-97, The 
National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 
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Bankerslifemen are learning to put 
a high value on National Advertising 
coupon leads, even though they come 
from people normally considered “too 
old” to be good prospects. The fol- 
lowing samples show why. 


+ & 


A. E. Gravengaard, Manager of the 
Portland, Oregon, Agency, received a 
coupon clipped by an elderly woman 
from one of the Company’s national 
advertisements. He turned it over to 
V. B. Mitchell, a veteran member of 
the Portland Agency. Neither man 
expected results, but Mr. Mitchell 
called upon the woman. 


He found her and her two daugh- 
ters painting their garage. It devel- 
oped that the daughters were 24-year- 
old twins. Mr. Mitchell is one of 
twins himself. He lost no time in call- 
ing attention to the coincidence. 


He was invited to wait until the 
mother, who is a widow, could clean 
up a bit. A nice interview followed. 
Result: two $5,000 apps, one on each 
twin. 


C. J. Pointer of Chippewa Falls, 
Wisconsin, a member of the W. A. 
Garness Eau Claire Agency, was 
handed a coupon clipped by an elder- 
ly woman from a Bankers Life adver- 
tisement in a national magazine. Mr. 
Pointer followed up the lead, think- 
ing there might be business for some 
member of her family. 


There was none, right away, but 
when the woman found out that Mr. 
Pointer was forced to move and that 
there were no houses available in 
Chippewa Falls she showed her ap- 
preciation of his calling by offering 
him her house, a short distance out of 
town, surrounded by 100 acres of ap- 
ple trees and a beautiful spot to raise 
chickens and live-stock during the ra- 
tioning period. 
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policyholder and the company agree on 
what the benefits shall be and, once 
agreed upon, they remain unchanged for 
the duration of the contract.” 

He explained that determination of 
a basis of reserve is a different matter, 
as this is a measure of the company’s 
aggregate liabilities to all policyholders 
and not intended as a sum of liabilities 
of individual policyholders. He said ac- 
tuaries commonly recognize that the re- 
serve on the policy is not an exact 
quantity and is not susceptible of indi- 
vidual calculation. The aggregate re- 
serve on a group of policies is suscepti- 
ble of calculation, but to apply such a 
calculation to individual policies involves 
erroneous assumptions. The new laws 
recognize that the reserve standard is 
something which is susceptible of change 
from time to time as economic condi- 
tions may dictate. 


Only 15 States Holding Out 


Mr. Guertin reported there are now 
only 15 states which have not passed 
the bills or need to do so to put their 
provisions in effect. In most of these 
special legislation is needed to void old 
conflicting statutes before the new bills 
can be adopted. 

The New York and Louisiana legisla- 
tures meet in 1946 and it is expected 
they may pass the bills. There was con- 
cern over failure of New York to adopt 
the modern measures but there is now 
greater confidence that the state will 
do so. Most opposition encountered has 
been due to misunderstanding, Mr. Guer- 
tin said. 

P. B. Hobbs, Equitable Society, was 
Howes, Berkshire, 
was in the chair. He announced the life 
Agency Managers annual meeting will 
be held Oct. 4. Mr. Howes named a 
nominating committee consisting of E. 
W. Hughes, Massachusetts Mutual; E. 
B. Thurman, New England Mutual, 
and Robert De Pau, Prudential, to pre- 
pare a slate of officers. 





Illinois Legislative 
Commission Organizes 


The Illinois legislature’s interim com- 
mission of 10 to study the effect of the 
S.E.U.A. decision and public law 15 on 
state insurance regulation held its or- 
ganization meeting at Chicago. Senator 
Arthur J. Bidwill, River Forest, was 
named chairman; Representative Harry 
Topping, local agent at Kankakee, vice- 
chairman; Senator Thomas E. Keane, 
Chicago, secretary, and Marion Burks, 
assistant insurance director, assistant 
secretary. 

A committee of five was appointed 
to prepare an agenda. The committee 
is expected to conduct hearings and 
develop information and suggestions on 
which to base recommendations for 
legislation. —The commission consists of 
three state senators, three representa- 
tives of the public and Insurance Direc- 
tor Nellis Parkinson. Representatives of 
the public on the commission are Chase 
Smith, counsel of Lumbermen’s Mutual 
Casualty; Joseph H. Braun, counsel of 
Chicago Motor Club, and Paul F. Jones 
of Danville, formerly insurance director. 





A. D. Lange in New Venture 


INDIANAPOLIS—A. D. Lange, 
who for 19 years has been vice-president 
and manager of the pictorial division of 
Rough Notes Co., has resigned to head a 
new insurance and financial publishing 
firm, Pictorial Publishers, Inc., with of- 
fices in the K of P building. 

Associated with him will be two other 
Rough Notes men. R. L. White, mid- 
west representative for five years, will 
become vice-president and secretary, and 
R. Blayne McCurry, for 14 years editor 
of the pictorial division, will be vice- 
president and treasurer. 

Mr. Lange was advertising manager 
of Fireman’s Fund and went with Rough 
Notes in 1926. 

Mr. McCurry is now a navy lieutenant 
at Great Lakes. 

Mr. White joined Rough Notes after 
14 years with National Life & Accident. 
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Rleadin,, Writin’, Rithmetic 
School bells all over America were again ringing 
out this week, symbolizing the start of another school 
year for the youth of this great nation. America’s 
schools constitute the greatest public educational sys- 
tem in the world . . . and they develop the greatest * 
leaders. Truly, in free, democratic America the ac- 


cent is on’ “education!” 


In the life insurance business, the educational 
process is equally as paramount in its importance to 
individual success. Commonwealth recognizes that 
fact—recognizes it actively, as evidenced by the full 
week school which has been in progress in Louisville 
for the company’s Ordinary Department this week... 
and the second of the fall series of schools which will 
get under way for the Industrial Department in 


Louisville next week. 


Insurance in Force, July 31, 1945 — $256,050,873 


COMMONWEALTH 


LIFE INSURANCE COMPANY 
LOUISVILLE « MORTON BOYD, President 


WHERE QUALITY MEN ARE BUILDING QUALITY VOLUME 









































Render Your Policyholders. 
100% Sorice 


AND INCREASE YOUR SALES 


Life insurance sales are good . . . but the demand for accident 
and health and hospitalization coverage is equally brisk. When 
you sell both you can make more sales per call and at the same 
time provide your policyholders with complete personal insur- 
ance protection. 


AGENCY OPENINGS IN 


Calif., Ce... Tll., Ind., Kan., 
Mich., Mo., Neb., N. J., 
N. D., Ohio and Wis. 


NORTH AMERICAN LIFE INSURANCE COMPANY 
OF CHICAGO 


C. G. Ashbrook, Vice Pres.-Supt. of Agencies 
North American Building, Chicago 3, Illinois 


Write today for details regarding 
North American Life’s complete 
line of protection . including life- 
time disability coverage and both 
individual and group hospitaliza- 
tion. 
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the war clause served its purpose and 
for the relatively few who purchased in- 
surance despite its presence in the policy 
there is no need to deny liability. 

In commenting on Equitable’s an- 
nouncement, President T. I. Parkinson 
said that at the outbreak of the war it 
was impossible to predict the extent of 
death losses that might be suffered and 
accordingly war clauses were inserted in 
all policies issued after Dec. 15, 1941. 
This was done to safeguard the interest 
of existing policyholders against the pos- 
sibility of unusually heavy losses due to 
war deaths among new policyholders. 

Since the records show that mortality 
among all Equitable policyholders dur- 
ing the war period, including losses on 
account of policyholders killed in serv- 
ice was no greater than its average mor- 
tality in the years preceding the war, 
the company decided to pay war clause 
claims in full the same as on any other 
claims. Equitable had previously an- 
nounced elimination of the war clause in 
all policies gven though the men might 
still be serving in countries overseas. 


CONNECTICUT GENERAL 


Civilians are now eligible for life 
insurance according to Connecticut Gen- 
eral Life’s regular peacetime practices 
without the war and aviation riders. Ap- 
plicants in the military or naval serv- 
ices will be considered individually. 

War riders are automatically termi- 
nated and canceled on all life insurance 
policies issued since December, 1941, 
except as to deaths resulting directly or 
indirectly from injuries sustained or ill- 
ness contracted outside the U. S. or Can- 
ada prior to Sept. 2, 1945, with the ex- 
ception that any exclusion in the war 
rider relating to aviation will remain in 
force while the insured is in the military 
or naval service of any country. 

American citizens who travel abroad 
temporarily for business or pleasure will 
usually be considered at standard rates. 
Full coverage for world-wide airline pas- 
senger flying, without extra cost, will be 
continued. 

Applicants for life insurance who plan 
to live abroad will be considered indi- 


vidually. Extra premiums, when re- 
quired, will be in accord with current 
developments which are expected to de- 
crease the hazards of foreign residence 
and travel. 


NORTHWESTERN MUTUAL 


Discontinuance of war and aviation 
restriction clause by the Northwestern 
Mutual Life has been announced. New 
policies will contain no restriction as to 
war or aviation but risks submitted will 
be selected in accordance with the com- 
pany’s underwriting standards the same 
as heretofore. The status of outstand- 
ing policies with war clauses remains 
unchanged. Since July 13 there has 
been no limitation of coverage in the 
case of death resulting from transporta- 
tion as a passenger in any aircraft any- 
where in the world. 

Northwestern Mutual, as of Sept. 1, 
had $4,598,451,300 in force, of which 
approximately $830,000,000 is subject to 
war and aviation restrictions. Deaths of 
policyholders in war service up to Sept. 
1 this year numbered 2,378 lives, in- 
sured for $8,132,162. These figures in- 
clude 96 lives insured for $340,325 under 
policies subject to the war and aviation 
restriction clause. 


CONNECTICUT MUTUAL 


Connecticut Mutual Life has termi- 
nated the war and military service re- 
strictions, other than aviation restric- 
tions, contained in all outstanding war 
and aeronautics provisions. This termi- 
nation applies to the war riders of exist- 
ing policies of all insureds now living 
whether with the armed forces or in 
civilian life and wherever located. At 
the same time the use of the war clause 
in new insurance issued to members of 
the armed forces, as well as to civilians, 
is discontinued. 


EQUITABLE LIFE OF IOWA 


Supplementing its original announce- 
ment that war clauses will no longer be 
included in new civilian policies, Equit- 
able Life of Iowa reports it will consider 
war and aviation riders in outstanding 


resulting directly or indirectly from in- 
juries sustained or illness contracted 
prior to the date of such announcement. 

With the change in the induction age 
limit under selective service, men who 
have attained their 26th birthday will be 
considered for term insurance, income 
disability, waiver of premium or acci- 
dental death benefits. 

Individual consideration will be given 
to members of the armed forces for lim- 
ited amounts and war clauses will not be 
included but aviation provisioné compar- 
able to those included in the latest war 
clause will be attached to policies. Care 
will be exercised to determine appli- 
cant’s ability on return to civil employ- 
ment to maintain new insurance in addi- 
tion to his existing policies. Income dis- 
ability, waiver of premium or accidental 
death benefits will not be granted. 


BERKSHIRE LIFE 


The issue of war restrictions on new 
policies at all ages is being discontnued 
by Berkshire Life regardless of whether 
or not the applicant is in military or 
naval service. 

Applications of army and navy officers 
and enlisted men except on the lives of 
personnel of submarine service will be 
accepted for the amounts to which they 
have heretofore been entitled. An avi- 
ation restriction will be included in 
some such cases when the circumstances 
require. 

The extra premiums charged to mem- 
bers of the merchant marine on new 
issues on account of the war hazard 
will be discontinued at once. The extra 
for occupational hazards, will, however, 
be continued. An extra premium will 
also be charged for other substandard 
classifications pursuant to regular prac- 
tice in peace times. 


NATIONAL GUARDIAN 


New policies issued by National Guar- 
dian Life will not contain the war and 
aviation provision. Instead there will 
be an aviation provision that states: 
“Death within five years from the date 
of issue of this policy as a result of 
travel or flight in or on, or descent from 
or with, any kind of aircraft or device 





Chile: of Carning OWET vos 


x Premium Income is the basic factor in FIELD CLUB member- 


ship, thereby focusing attention on Earned Income for the under- 


writer. Except for the four Club Officers, no distinction is made 


in membership standings, and all Company representatives 


earning a Livable Income may qualify. 


Ds Cius INsiGNnia: A sterling silver emblem is awarded for original membership; a gold 
emblem for ten memberships; a diamond for ten consecutive memberships, with an addi- 


tional diamond inset for each yearly qualification. Here indeed are emblems of successful 
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accomplishment and of increasing prestige with each added year of FIELD CLUB member- 
ship; here are incentives that stretch far into the horizon of the future! 


“ol Excellent agency opportunities are now available Je 


AMERICAN UNITED LIFE INSURANCE COMPANY 


commercial aircraft traveling between  joccurri 


definitely established airports is a risk jresultir 
not assumed under this policy.” eases C 

If a person wants coverage while en- jfto cess 
gaged in such activities, a policy can be jservice, 


issued without the aviation provision, but 
with a provision for an extra premium 
that covers the risk involved. The usual 
aviation questionnaire would have to be 
completed in order to determine the 
proper extra premium to be charged. 

As far as policyholders who have had 
policies issued to them since December, 
1941, are concerned, when they get back 
to the U. S. they are fully protected ex- 
cept from _an aviation hazard, so there is 
no point in canceling the war provision 
of their rider. If they are not going to 
learn to fly, or become active in aviation 
as a nonfare-paying passenger, the avia- 
tion restrictions are no burden -on them. 

If any intend to learn to fly or engage 
in aviation activities, the war and avia- 
tion rider may be canceled, but the usual 
completed aviation questionnaire would 
obviously indicate the needvof an extra 
premium. 





SECURITY LIFE & ACCIDENT 


Security Life & Accident has elimi- 
nated its aviation and war risk riders 
on all new policies. This change does 
not in any way affect polices previously 
issued, pending proclamation from Con- 
gress or the President as to the actual 
termination of war. 


SCRANTON LIFE 


Scranton Life is discontinuing the use 
of war clauses in new policies except 
those issued to members of the armed 
forces and in special cases where a 
known war hazard may exist. Elimi- 
nation of the war clause on new issues 
will not affect any other policy pro- 
vision, nor does it modify any limita- 
tions or exclusions in double indemnity 
or disability provisions. 





PHILADELPHIA LIFE 


Philadelphia Life has discontinued the 
use of war riders regardless of age of 
applicant. 


BANKERS LIFE OF NEBRASKA 


New policies of the Bankers Life of 
Nebraska are issued without a_ war 
clause. Provision has been made to 
grant full coverage on the various avi- 
ation hazards. Student pilots are ac- 
cepted at an additional premum of $15 
per thousand per year. Private pilot 
ratings range from $5 per thousand per 
year to $15 per thousand per year de- 
$7.50 but on scheduled routes or flying 
experience. Transport and commercial 
pilots on non-scheduled flights are rated 
$7.50 but on schedule routes or flying 
company-owned planes the rating is $5 
in the United States, Canada, Alaska, 
Central America, West Indies, and 
South America. Flights to Hawaii, 
Bermuda or trans-oceanic countries are, 
covered with an extra premium of $10 
per thousand per year. Non-scheduled 
passenger flying in company - owned 
planes exceeding 100 hours per year, i 
rated on the basis of .02 cents per houf 
of flying time. Taxi, charter, pleasuré 
or commercial passenger flying exceed 
ing 50 hours per year is rated on the 
basis of .04 cents per hour of flying 
time. For the time being military 
pilots, crews and passengers are not 
covered. Testing, crop dusting, and 
other more hazardous types of flying 
receive individual consideration. 




















COLUMBUS MUTUAL 


_Columbus Mutual Life has discon- 
tinued use of the war clause in new 
policies. The war clause will not be 
removed from policies already issued. 
In so far as war risks are concerned, 
policyholders now in this country in 
military service are receiving coverage 
and if they leave this country they will 
will still be covered since this country 
will not then be at war. 

Likewise, policyholders who have seen 
service outside the U. S. and Canada| 
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will be covered from the time the coun- 

ceased to be at war or from prior 
discharge from service, except for deaths 
occurring within six months thereafter 
resulting from injuries sustained or dis- 
eases contracted or illness incurred prior 
to cessation of war or discharge from 
service, whichever is earlier. 





Glens Falls, Ohio National 
in Tangle of Suits on Bond 
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Mr. Jones is that Ohio National had 
tied to take away their mortgage re- 
femption business, in violation of the 
axclusive agency contract, and had of- 
fred a policy called the “home pro- 
ction plan” through the Henry Royer 
general agency in Chicago. This plan, 
Miss Kreidler claims, is a copy of her 








‘home security plan,” and was used to 
bring her former agents and building 
= loan connections to the Royer of- 


“The financial arrangements between 
Qhio National and Miss Kreidler were 
xtremely complicated, involving ad- 


ances to the old corporation, various 
promotion 


allowances and_ differing 


| Our complete training 
|course for new men, to- 
gether with a series of out- 
standing sales aids, has 
placed our newest men 
among our production lead- 
ers during 1943, 1944 and 
1945. Through the direct 
responsibility of the general 
agent, and with Home Of- 
fice cooperation, our new 
men get into production, 


correctly and early. 
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. (one Faye : 
Th Beston Mutual Lite Insurance Co. 
Fifty-fourth Year of Service to 
the People of New England. 

















statements as to how premiums were 
to be collected and accounted. Miss 
Kreidler claims that, after the personal 
agency replaced the corporation, she was 
told that Ohio National could not make 
any more advances for promotion which 
would be approved, but that she should 
use collected premiums for this purpose. 
In support of this contention, she claims 
that Ohio National did not lapse any 
policies on which it claims premiums 
were overdue. 

George E. Bunge of Vogel & Bunge 
represents Glens Falls Indemnity. Ohio 
National is represented in Chicago by 
Sayfarth & Atwood and Miss Kreidler 
and Mr. Jones by Arrington, Fiedler & 
Healy. 


Red Tape Slashed 
at Manila 
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panies, whether domestic, United States, 
or alien at the earliest possible time 
and without delay or unnecessary for- 
mality. When he arrived, June 21, 1945, 
only one insurance company, newly in- 
corporated, was functioning in the Is- 
lands. 

Because of the almost total lack. of 
air-mail facilities, and the length of 
time required to get letters and reports 
by steamer from London, Canada and 
the United States, he decided to accept 
cable reports and summaries from com- 
panies in good standing which were 
formerly licensed in the Philippines. 
This, together with the prompt relicens- 
ing of local companies which were 
solvent or could be made solvent pro- 
vided both the United States army and 
all civilians with immediate opportuni- 
ties for protection. 

In the life field, the United States 
Life has already been relicensed, having 
been among the first to apply. On Aug. 
17, the date of Mr. Pink’s report to 
President Osmena, no other American 
or alien company had been relicensed, 
although several had taken preliminary 
steps to apply for readmission. Domes- 
tic life companies presented something 
of a problem and Mr. Pink recommended 
that every effort be made to save them 
from receivership. 


Suggests Revaluation 


In order to rehabilitate the local life 
companies and for the good of the 
insurance companies generally, the un- 
certainty affecting obligations assumed 
during the occupation period will have 
to be cleared up. He proposed a draft 
of a law carrying out his recommenda- 
tions in this respect. In his report he 
stated that in his opinion a revaluation 
of existing obligations based on the 
purchasing power of the Japanese mili- 
tary notes is the only solution which 
is just to both debtor and creditor and 
that until Congress acts and clarifies the 
obligation incurred during the occupa- 
tion in now worthless currency the 
insurance business and all other busi- 
ness will be retarded and it will be 
difficult to induce stockholders or any- 
one else to put substantial new money 
into companies which are seriously im- 
paired. 

Among other recommendations which 
Mr. Pink made were that a proposed 
bill to provide loans to banks by the 
government be extended to permit loans 
to insurance companies; passage of a 
rehabilitation and liquidation statute, the 
only present method being to liquidate 
an insolvent company under the general 
insolvency law; strengthening the finan- 
cial requirements for licensing United 
States and alien companies and also for 
the organization of local companies; en- 
couragement of the organizing of a 
strong mutual life insurance company 
in the Philippines, there having been 


no mutual company among the 95 
companies formerly doing business 
there; and a separate insurance depart- 


ment instead of the present setup in 
which the insurance section is part of 
the bureau of the Treasury in the de- 
partment of finance. 


Commonwealth Wins 
Appraisal Issue Victory 


FRANKFORT, KY.—Commonwealth 
Life won a decision from Circuit Judge 
Ardery here nullifying an opinion given 
several weeks ago by Attorney General 
Dummit that the law prohibits life com- 
panies making loans based upon apprais- 
als made by their own employes. 

Judge Ardery held these appraisers 
are not qualified because of their selec- 
tion by the insurance company and as- 
serted full-time employment or piece- 
work is not involved. 


Dummitt’s Opinion 


Dummit had declared “the appraisers 
should be wholly disconnected with the 
company and that is what the law con- 
templates and means.” 

Guided by the opinion, Commissioner 
Wilson ruled that appraisers employed 
by Commonwealth could not act and de- 
manded that the company cease making 


loans based upon the appraisals made by 
such appraisers. 

Commonwealth then brought the de- 
clratory-judgment action. It stated that 
prior to 1937, it hired real estate brokers 
to make appraisals but since that time 
had employed two real estate specialists 
on a full-time basis to evaluate property 
as a basis for loans. 





Campaign for Claris Adams 


Ohio State Life agents are putting on 
a two-month campaign in honor of 
Claris Adams, president. Winners will 
be given war bonds and certificates will 
be given each man and agency making 
quotas. The president’s trophy will be 
presented the agency which exceeds its 
quota by the largest percentage. The 
campaign is being conducted by a com- 
mittee of general agents including J. C. 
McFarland, Cincinnati; Carl Adams, 
Cleveland; W. H. Hecht, Celina; R. G. 
Leuzinger, Columbus, and E. G. Siefert, 
Marion. 





and simpler. 


to retire. 


Americans. 


of the Southwest. 


HOME OFFICE 





BUT WHAT ABOUT 
LIFE INSURANCE? 


Many amazing devices have been promised 
for the post war era that will make life easier 
Whether or not they all come 
true, there will still be mortgages to pay, 
children to educate, families to support, and 
some people just practical enough to want a 
sure safe way to accumulate money on which 


Up to now we have heard of no electronic 
canvasser, remote control sales kit or push 
button bank account for those who suddenly 
find themselves in need of money. 


Life Insurance in the post war era will be 
doing just what it is today. Perhaps there will 
be refinements, but it will be the life insur- 
ance representative, meeting individuals face 
to face, presenting his method of establish- 
ing financial security that will continue to 
make life happier and richer for millions of 


In the post war era, just as today, Great 
Southern representatives will be prepared 
to fulfill the life insurance needs of the people 


GREAT SOUTHERN 
LIFE INSURANCE COMPANY 


L. S. ADAMS, PRESIDENT 


HOUSTON, TEXAS 
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EDITORIAL COMMENT 





What Is an “Inducement to Buy”? 


The recent decision of Attorney-Gen- 
eral Jenkins of Ohio that an agreement 
under which an agent for a fee under- 
takes. to set up a pension plan for a 
prospective buyer violates the state’s 
anti-rebate laws if the agreement pro- 
vides for waiving the fee in case the 
plan is effectuated through life insurance 
or annuities raises a question as to how 
far this principle may be applied. 

The opinion dealt only with the type 
of agreement quite commonly used in 
the sale of pension trust business under 
which the agent protects himself against 
doing a lot of work setting up a plan 
and then finding himself out in the cold 
when the prospect decides either to do 
nothing or to set up a self-administered 
pension plan. However the possibility 
of a broader application of the principle 
involved may be inferred from the fact 
that the attorney-general in his opinion 
underscores among the list of prohibited 


inducements such phrases as “any val- 
uable consideration whatsoever,” “any 
paid employment or contract for serv- 
ices of any kind or anything of value.” 
Does this mean that the agent who 
offers to set up an elaborate program 
for a prospect and to continue to serv- 
ice him in the event he becomes a client 
is in danger of running afoul of the 
Ohio anti-rebate laws? Does the opin- 
ion mean that the agent dare not do 
more or offer to do more for the pros- 
pect who buys than the one who does 
not? It would be*most unfortunate if 
the special service which an agent ren- 
ders the purchaser of insurance were to 
be regarded as an inducement to’ buy, 
even though any prospect in his right 
mind would certainly prefer, other 
things being equal, to deal with the 
agent who seemed best equipped to 
high type of service. The 
poses perplexing problems. 


render a 
opinion 


A Trusteeship to Be Proud Of 


Since the onset of the agricultural 
depression of the 1920s the life com- 
panies have had to take over many 
thousands of farms with a total value 
running into the hundreds of millions 
of dollars. By the end of the farm sales 
season which has just begun and which 
will run until about Feb. 1, almost all 
the farm property held by the life com- 
panies will have been disposed of. By 
and large, the way the life companies 
have handled this entire operation re- 
flects great credit on the institution of 
life insurance and is something that the 
field forces and the policyholders can be 
proud of. 

It was of course unfortunate that so 
many farmers had to lose the properties 
in which they had invested so much. 
Yet from the viewpoint of the farming 
industry and of the entire country it 
is difficult if not impossible to imagine 
how these foreclosed properties could 
have been taken over by better hands 
than those of the life companies. The 
life companies were sufficiently well 
buttressed financially so that they did 
not have to jettison at distress prices 
the properties they had acquired through 
foreclosure, thereby demoralizing the 
market still more. Instead, the com- 
panies were able to held these farms, 
manage them efficiently, improve them 
where necessary, and make them avail- 
able when the farmers were again in 
an economic position to acquire them. 
In almost every case these foreclosed 
farms, when sold, have gone back, if 


not into the hands of their former 
owners, into the possession of farmer 
members of the same community. Fre- 
quently the former owner, if he was 
an efficient operator, was kept on as a 
tenant farmer and was eventually able 
to repurchase the farm he had lost. 

As the end of the depression fore- 
closure chapter nears, the value of the 
life companies’ contribution to farm 
financing stands out with conclusive 
clarity. It seems likely that in the 
aggregate these properties will have sold 
for slightly more than the companies 
had to put into them. The results show 
that the life companies’ farm loan policy 
Was very accurately geared to condi- 
tions, being neither so ultraconservative 
as to constitute a harsh bargain for the 
farmer nor so overliberal as to consti- 
tute carelessness with policyholders’ 
money. All in all, the farmers of the 
nation have reason to be well pleased 
with the type of trusteeship into which 
many farms fell during the most 
severe agricultural depression in our 
history. These farms have again been 
safely returned to the ownership of 
American farmers. Actually, this result 
is very close to perfection from a long 
range, over-all point of view. While it 
might look good to have made a big 
profit on the sale of these properties 
or to have earned the equivalent of a 
high rate of interest, this might very 
well have generated enough resentment 
to have more than offset any possible 
profit. 


so 
































“JOHN COULD HAVE CARRIED ADEQUATE LIFE /NSURANCE, 


MRS. SMITH... AND I'M TERR 
AFTER HIM TO BUY IT.” 


IBLY SORRY I DIDN'T GEY 








PERSONAL SIDE OF THE BUSINESS 





The directors of Life Insurance Asso- 
ciation of America have adopted a me- 
morial resolution to L. Edmund Zacher, 
late president of Travelers. 

John Guthery of the Marion, O., 
agency of Ohio State Life suffered a 
heart attack a few weeks ago and is 
still confined to his home. Mr. Guthery 
was 81 in June and was active until he 
was stricken. 

The engagement is announced of Vic- 
tor S. Cohen, chief of the policy bureau 
of the New York department at Al- 
bany, to Miss Kathryn Myers, daughter 
of Mr. and Mrs. Daniel H. Myers of 
Albany. She is art director at Columbia 
high school, East Greenbush, N. Y. 

Carson E. Bechtel, Salt Lake City 
manager Mutual Life, has been .ap- 
pointed insurance committee chairman 
of the Salt Like City chamber of com- 
merce. He succeeds E. A. Bjorkland, 
manager U. S. F. & G. Mr. Mechtel 
was president of the Utah Life Man- 
agers Association in 1943-4. 

A..E. D’Emilio, manager Pittsburgh 
agency of Ohio State Life, Sept. 15 will 
round out 20 years with ‘the company. 
Each year he has qualified for the Honor 
Club and his agency is in a three-way 
tie with Cleveland and Marion for the 
largest volume of insurance in force. 

Nathaniel Reese, 62 years in the life 
insurance business, wishes to correct 
the erroneous impression that he has 
retired. He relinquished direction of 
the Detroit general agency of the Provi- 


dent Mutual Life after 45 years at its 
head the first of this year, but on Jan. 
2, 1945 was appointed general agent for 
Michigan and is on the job at 3038-39 
Book Tower, Detroit, writing and serv- 
icing business. 

The recent paragraph announcing his 
achievement of a hole-in-one at Mack- 
inac Island—the second hole-in-one in 
his golfing career—suggested that he had 
spent the winter in Florida and_ the 
summer at Mackinac, whereas as 34 
matter of fact he vacationed for a time 
in Florida last winter and spent two 
weeks at the Northern resort this sum- 
mer. 

Edward B. Raub, president of Indi 
anapolis Life, has been appointed by 
Governor Gates of Indiana, as one 
five trustees of the public employes rt 
tirement board of the state. 

C. C. Dabney of Dallas, who is the 
Texas loan agent of Bankers Life of 
Des Moines, makes a hobby of collecting 
Texas and southwestern cattle brands, 
and his collection was used by the 

“Country Gentleman” to illustrate at 
article on “Scorched Hides and Dollars’ 
in its September issue. 

J. Shepard Bingham, Acacia Mutual 
Life, Silver Spring, Md., considers hin- 
self the luckiest man. The other day he 
answered a phone call from the District 


of Columbia police asking: “Have yo 
lost a watch?” ; 
About to answer “No,” Bingham ft 


membered that he had about 20 yeas 
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ago, in either New Haven, Conn., or 
Flushing, L. I. 

“Well, we’ve found it,” said the police. 
They reported that Cleveland police had 
arrested a man in that city with a watch 
inscribed as “Presented to Shep Bing- 
ham by his friends in honor of his elec- 
tion as captain of the Yale varsity foot- 
ball team, 1924.” 

Bingham starred for Yale on the 
gridiron that year and in 1922 and 1923. 
The Cleveland police contacted Yale 
Alumni Association, which furnished 
Bingham’s address in the Washington 
suburb, and local police notified him of 
the find. 

Frank B. Falkstein, Aetna Life, is 
chairman of the San Antonio, Tex., com- 
munity-war chest. 


DEATHS 


Former Chicago Association 
Leader Dies in Minneapolis 


Frederick Bruchholz, 52, who before 
an illness of over a year was in the 
home office educational division of New 
York Life, died in Minneapolis. Before 
he went to the home office in 1942 Mr. 
Bruchholz was a Chicago agency di- 
rector. He entered life insurance with 
the old Drew agency of Mutual Benefit 
Life in Chicago in 1923. The following 
year he went with New York Life as 
agency organizer in Minneapolis, being 














FREDERICK BRUCHHOLZ 


transferred to Chicago in 1925 in a 
similar capacity with the Clearing House 
branch. In 1928 he was named agency 
director of that branch. 

Mr. Bruchholz became a C. L. U. in 
1933 and served as president of the 
Chicago C. L. U. chapter in 1935-36 as 
well as a director of the national chap- 
ter, now the American Society. He was 
chairman of general agents and man- 
agers division of the Chicago Associa- 
tion of Life Underwriters in 1935 and 
the following year was named _ vice- 
president of the Chicago association. 
When I. B. Jacobs, Mutual Life of New 
York, who was serving as president 
died in 1936 Mr. Bruchholz was elected 
to fill the unexpired term and then was 
reelected for 1936-37. From 1936-39 he 
was a member of the N. A. L. U. com- 
mittee on cooperation with attorneys. 

After graduating from the University 
of Minnesota in 1915 Mr. Bruchholz was 
in the investment business in Minne- 
apolis for four years except for a period 
of army service as first lieutenant. He 
then attended the Harvard graduate 
school of business and received his mas- 
ter’s degree in 1921. After 18 months 
in the investment business in Cleveland 
Mr. Bruchholz conducted an intensive 
survey of business opportunities and 
as a result entered life insurance. 

Mr. Bruchholz was a bachelor and 
devoted all his energies and thoughts 


to the life insurance business. He read 
and studied insurance newspapers, mag- 
azines and books avidly and spent every 
Sunday afternoon reading THE NATIONAL 
UNbERWRITER. For a number of years 
while he was in Chicago he lived at 
the Union League Club so that he could 
be close to his business activities. He 
was meticulous, conscientious and did 
a thorough job in organization work. 
Every detail had to be down on paper 
and nothing was left to chance. Al- 
though he was too intense and serious 
to be a good mixer, he was friendly 
and enthusiastic and held the full re- 
spect of his associates. He had a highly 
nervous temperament and his tense ap- 
plication to the job to be done was 
undoubtedly responsible for the heart 
trouble he developed. He had his first 
heart attack in June, 1944. In May 
he returned to his old home in Min- 
neapolis where his relatives lived. 





Frank Graziano, group insurance spe- 
cialist of Metropolitan Life at New Or- 
Iéans, died. He was connected with the 
company for 25 years. 

Fred B. Givens, statistician for the 
Virginia department, was instantly killed 
the evening of Sept. 6 when a tractor 
he was operating on his farm near Rich- 
mond, reared up and fell on him. Before 
becoming statistician for the department, 
he was a deputy in the fire marshal’s 
division of the department. He was 40 
years old. 

George M. Buck, 64, died in Des 
Moines. He had been with Mutual 
Benefit Health & Accident for nearly 
five years and previous to that was gen- 
eral agent for Ohio National and super- 
visor for Indianapolis Life. He served 
as second vice-president in charge of 
agencies for Central Life of Iowa from 
1928 to 1930. 

Fred A. Shepard, 78, former assistant 
secretary of National Life of Des 
Moines, died in Kalamazoo, Mich. He 
went to) Des Moines in 1918 with Mer- 
chants Life and subsequently joined Na- 
tional Life. He retired three years ago. 

L. Burton Horning, 66, Des Moines, 
died. He had been in insurance in Des 
Moines for 32 years as an agent for 

deral Life and recently also repre- 
sented New England Mutual Life. 


Miss Dorothy Murray, cashier of the 
M. D. Cramer Los Angeles agency of 
Bankers Life of Des Moines, died. 

Frank Gentry, 61, for years a member 
of the Mill, Gentry, & Mill general 
agency of New England Mutual Life 
at Kansas City, died there of heart dis- 
ease. Mr. Gentry went to work for 
New England Mutual at 17 and had 
been with it 44 years at the time of his 
death. He was general agent 15 years. 
A son, William C. Gentry, is with New 
England Mutual at the head office. 

Mr. Gentry was extremely active in 
civic and charitable affairs in Kansas 
City. He was president of the Council 
of Social Agencies in 1940, was a past 
president of the Kansas City Council 
of the Boy Scouts of America, former 
executive secretary of the City Club and 
past chairman of the convention and 
visitors bureau of the chamber of com- 
merce. 

Mr. Gentry got his first job as an 
office boy with the late Charles D. Mill, 
then general agent of New England 
Mutual at Kansas City. Mr. Gentry be- 
came assistant cashier, later went into 
personal production, and in 1922 was 
made a partner. 


Insurance Classes in D. C. 


WASHINGTON—Classes, sponsored 
by the Life Insurance Institute and Dis- 
trict of Columbia Life Underwriters As- 
sociation, begin Sept. 25 at Capital City 
College. The course is especially suited 
for returning servicemen, covering life 
insurance fundamentals. Registration is 
scheduled for Sept. 18. 


Coghlan Heads Ohio Plan 


Charles H. Coghlan, who has been 
assistant director of Michigan Medical 
Service, has been named director of 
Ohio Medical Indemnity in Columbus. 
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MODERN sAl NT PAUL 


The Minnesota Mutual Life Insurance Company 


was 


"born" 


in the modern City of Saint Paul 


back in 1880. 


Saint Paul has made rapid strides since then 
and is especially proud of its new, modern 
buildings. 


Having been "raised" in Saint Paul, the Minne- 
sota Mutual Life Insurance Company has kept in 
tempo with the city - - - with its modern "agency 
practices" and helps to agents. 





The 
MINNESOTA MUTUAL 
LIFE INSURANCE 
COMPANY 


ST. PAUL 1, MINNESOTA 








Gn Ynoitation 


An association with this, the oldest life insurance company 
domiciled in the South writing Ordinary Insurance exclusively 


will offer: 
1. 


2. 


3. 


A permanent future in a business which will enjoy 


_ rapid post war growth; 


Little, if any, limit on earning power under an agent’s 
compensation plan, providing liberal base salary and 
incentive commissions; 


An opportunity to develop your own initiative and to 
“get some place in the shortest, period of time”. 


We invite inquiries from those interested, especially returning service men 
who are now, or soon will be, planning peace time business careers. 






ATLANTIC LIFE 


INSURANCE COMPANY 

Richmond, Virginia 

Organized 1899 

Convoying Financial 
Plans Since the 

Turn of the Century 
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COMPANIES 


Black, Overing Sun 
Lite Agency Heads 


Russell T. Black has been named su- 
perintendent of agencies of the western 
division and T. L. Overing, superin- 
tendent of agencies of the eastern divi- 
sion of Sun Life of Canada. Both for- 
merly -were assistant superintendents of 





agencies in the company’s combined 


eastern-western division. 


Mr. Black joined Sun Life in 1925 in 
Toronto, was transferred to the head 
office a year later, and then went almost 
immediately to Mexico. In the follow- 
ing years he obtained a wide experience 
in agency work in Puerto Rico, Mexico, 
Argentina and other Latin American 
countries and in 1937 became inspector 
of agencies, western division. In 1940 
he became assistant superintendent of 
the eastern-western division. In 1942 
he was loaned to the dominion govern- 
ment to supervise 14 offices of the war- 








- 


“lherepore, 
Joun A. ERskINE 
Marvin V. HENKEL 


BERNHARD F’. Kazs, JR. 


Eucene L. Patron 





We bcliwe— 


that a man has taken an important 
step forward in our business 


when he becomes a C.L.U. 


— Flint, Michigan 
— Newark, New Jersey 


— Rockford, Illinois 


our newest C.L.U.’s, we extend 
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Sell the public 
what it wants— 








SELL THEM WHaz 


complete personal protection. You can 
bulld a good volume with the Federal 
Life and Casualty's accident—health—life protection for both mea 
and women and juvenile life for children. Territory open in 30 states. 


FEDERAL LIFE AND CASUALTY CO. 


DETROIT - - - MICHIGAN 









time prices and trade board. In 1943 he 
became director of civil organization, de- 
partment of national defense for naval 
services. 

Mr. Overing joined Sun Life in 1921 
and spent four years at the head office 
acquiring a wide knowledge of various 
administrative duties. He then held 
secretarial positions at the Edmonton 
and Winnipeg branches. In 1933 Mr. 
Overing was appointed resident secre- 
tary for India, and remained at Bombay 
four years, returning to the head office 
in 1937 to take up the position of assist- 
ant superintendent of agencies, eastern- 
western division. Since 1941 he has been 
in India supervising agency organization 
during the war. 


Burgess, Boldt 
Equitable 2d V-P’s 


Joseph R. Boldt has been appointed 
second vice-president of Equitable So- 
ciety in charge of the department of 
policy claims, and Samuel A. Burgess 
has also been named second vice-presi- 
dent in the agency department. 

Mr. Boldt had been superintendent of 
the group department while Mr. Burgess 





J. R. Boldt 





Samuel A. Burgess 


had been Florida agency manager with 
headquarters at Jacksonville. 

Mr. Burgess graduated at Davidson 
College and joined Equitable Society in 
1921. He was sent to Oklahoma City 
as assistant cashier and while there 
wrote a substantial amount of business. 
Then he was transferred as assistant 
cashier to St. Paul and in 1925 was 
made assistant to the agency manager at 
Jacksonville. He was later chosen as a 
district manager at Orlando, Fla. In 
1930 he was sent to Miami and in 1936 
became agency manager for Kentucky. 
He has been Florida manager since 
1937. 

Boldt 50-Year Man 


Mr. Boldt was honored last July on 
having completed a half-century of serv- 
ice with Equitable. He is one of three 
still in active service in the home office 
who have reached the half-century mark. 

Beginning in the actuary’s department 
in 1895, Mr. Boldt then served in the 
disbursement division, the bureau of re- 
vival, the secretary’s department, and 
the claims department, where he served 
as assistant superintendent, before enter- 
ing the group department as _ superin- 
tendent in 1928. 





McHugh and Fowler Named 
by Pacific Mutual 


LOS ANGELES—Pacific Mutual 
Life has made two additions to its home 
office agency staff. The group sales 
department, headed by R. A. McHugh, 
group sales supervisor, has been aug- 
mented by Watkins, assistant 
group sales supervisor. He is a graduate 
of University of Wisconsin, has had 
long experience in insurance and is well 
versed in all phases of group insurance 
practice. 

The accident and health sales depart- 
‘ment, in charge of C. H. Fowler, com- 
mercial A. & H. sales supervisor, is 
supplemented by the appointment of 
S. L. Stratton, assistant sales supervisor. 
He has had wide experience in all forms 
of personal insurance, and in recent 
years has specialized in personal pro- 





duction and managerial work in the 
accident and health field. 





Farmers Union Changes Title 


DES MOINES—Stockholders of 
Farmers Union Life have voted to 
change the name to Farmers Life. L, 
M. Peet, president, reported 70% of 
stockholders voted for the change, the 
balance not voting. He said the com- 
pany had completely divorced itself 
from the Farmers Union organization. 





Michigan Life has applied for admis- 
sion to Illinois and has been licensed 
in Indiana. Operations have been con- 
fined to Michigan and Ohio. 











You Can Plan Today For 
Your Production and 


Home of Tomorrow 
through a 


RENEWAL 
COMMISSION 
LOAN 


© PRODUCTION 

@ WORKING CAPITAL 

® CUSTOMERS’ NOTES 
AND ACCOUNTS 

© POSTWAR 
OPPORTUNITIES 

@ EXPANSION 

® HOMES, ETC. 


OUR BUSINESS is loaning you 
money in substantial amounts 
... the one source in the U.S. 
that specializes and really under- 
stands your needs. . 

A renewal loan of $4,500 costs 
you only 11 cents per day per 
thousand dollars. 

A unique plan developed by us in 
cooperation with the Northwestern 


National Bank of Minneapolis. 


LIFE 
UNDERWRITERS 
CREDIT CORPORATION 


MINNEAPOLIS 2, MINNESOTA 
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LIFE AGENCY CHANGES 





_esnreomcen 


Reagles Joins 


National Guardian 


MILWAUKEE—B. W. Reagles has 
been appointed a general agent for Na- 
tional Guardian Life here, with offices 
in the First Wisconsin National Bank 
building. Mr. Reagles, who is president 
of the Milwaukee Association of Life 
Underwriters, has been associate general 
agent for Security Mutual Life of Bing- 
hamton under Milton R. Polland, as 
ywnit manager for Milwaukee county, 
since earlier this year. Mr. Reagles 
started in 1930 in the W. E. Quinn 
agency of National Life of Vermont. 
Several years later he became manager 
for Acacia Mutual, then was with Frank- 
lin Life before going with Security 
Mutual. 

National Guardian setup here has S. 
J. Stevenson and H. O. Hegna as man- 


agers; John J. Major and Vern Zillig 
as general agents, in addition to Mr. 
Reagles. 





Irwin Named John Hancock 
General Agent, New Orleans 


Leon Irwin, Jr., head of Leon Irwin 
& Co., a leading insurance office of New 
Orleans, has been 
appointed general 
agent there by John 
Hancock Mutual 
Life. He has been 
associated with the 
Irwin agency, foun- 
ded by his father, 
since 1919. The 
agency occupies its 
own building at 736 
Union street. 

Mr. Irwin atten- 
ded Tulane Univer- 
sity college of com- 
merce and has 
served on the board 
of American Red Cross for 10 years. 

Announcement also was made of ap- 
pointment of William F. Grace as 
agency manager of Leon Irwin & Co. 
He also is a graduate of Tulane col- 
lege of commerce and was in the bank- 
ing business until a few years ago when 
he entered life insurance. 





Leon Irwin, Jr. 





Shoettle at Indianapolis 
for Franklin Life 


Franklin Life has appointed Harold F. 
Shoettle general agent in Indianapolis, 
associated with Ralph L. Colby, regional 
manager, with offices in 528-532 Circle 
Tower. 

Mr. Shoettle for seven years represent- 
ed Metropolitan Life in Indianapolis, 
and led that company’s entire organi- 
zation in June production. In his first 
30 days with Franklin his sales totaled 
$555,000 on 42 lives. He will divide his 
time between personal production and 
agency organization work in Indian- 
apolis. 





Steward. Retires at Marion, 
Hiestand Now Manager 


G. C. Steward, Western & Southern 
Life manager at Marion, O., since 1925, 
retired after 30 years’ service. W. O. 

urns, vice-president, presented Mr. 








Schmedeman Back 
with Nat'l Guardian 


Col. Albert G. Schmedeman will 
bee al of service in a week and expects 
to be back with National Guardian Life 
as head of the agency organization by 
Sept. 24. One of his military assign- 
ments was in connection with the train- 
ing of Brazilian troops that served with 
distinction in Italy. He was made an 
honorary citizen of Brazil. 


XUM 


Steward a diamond service pin, and M. 
E. Hazen tendered him a gold plaque 
from the district office. 

Mr. Steward started as an agent at 
Columbus in 1916, subsequently serving 
as superintendent there, and in 1922 be- 
came a manager at Cleveland. After 
serving as manager there and at Ashta- 
bula, he was transferred to Marion. 

C. H. Hiestand, manager Chicago- 
Lakeview, has been appointed manager 
at Marion to succeed Mr. Steward. 





Evans Named Sioux City 
Manager of Travelers 


E. Rowland Evans has been appointed 
manager of the Sioux City branch office 
by Travelers. He has been assistant 
manager at Des Moines for the last 
two years, and succeeds the late Willard 
W. Frye who died from a heart ail- 
ment. 

Mr. Evans has been in insurance for 
14 years and was with Northwestern 
Mutual before joining Travelers as a 
field assistant at Des Moines in 1939. 
He was named assistant manager in 
1943. A graduate of University of Iowa, 
he is a director of the Des Moines As- 
sociation of Life Underwriters. 





Seltzer Retires as General 
Agent; Coulson Successor 


* Ralph E. Seltzer, who has been asso- 
ciated with Monarch Life for 24 years, 
the last 15 as general agent at Phila- 
delphia, has retired at the age of 75 
years. 

George C. Coulson was appointed 
general agent there to succeed him. He 
has had long successful experience in 
life insurance selling. He is a native of 
Pittsburgh, and after three years with 
the Bell Telephone Company entered 
the sales field. He was in the automo- 
bile business at Pittsburgh and on the 
Pacific Coast, latterly in the wholesale 
department of Nash Motor Company, 
assisting dealers. 


Rapid Rise in Life Insurance 


In 1928 he became affiliated with a 
large life company, became a successful 
agent, in 1936 was made supervisor at 
Pittsburgh, and soon also became the 
brokerage manager. In 1938 he went to 
the home office agency department, han- 
dling educational problems, program- 
ming and estate work, and conducting 
schools throughout the country. In 1940 
he went to Springfield, Mass., as gen- 
eral agent. The agency tripled its pro- 
duction under his management. 

Then in January, 1945, Mr. Coulson 
became associated with the agency de- 
partment of Monarch Life. 

Mr. Coulson was chairman of the 
speakers committee of the Springfield 
Association of Life Underwriters in 1943 
and president in 1944. In 1943 and 1944 
he also was chairman of the war bond 
effort. He was vice-president of the 
General Agents & Managers Association 
in 1941 and president in 1942. 

Mr. Seltzer was most active in af- 
fairs of his agency in spite of advancing 
years. He was tendered a_ banquet 
which was attended by three home office 
officials, 44 associates in the agency and 
their wives, and was given many trib- 
utes and gifts. 


Names J. C. Schuller, Jr., at El Paso 


The appointment of John C. Schuller, 
Jr., as general agent at El Paso, Tex., 
of Lincoln National Life is announced. 
He will have headquarters at 401 First 
National Bank building, and will operate 
in 11 counties in Texas and nine in 
New Mexico. 

Mr. Schuller has been fer six years 
associated with Jefferson Standard Life, 
the past three years as district manager’ 
at Albuquerque, N. M. He is vice- 
president of the New Mexico Life 
Underwriters Association. 

His appointment at El Paso fills the 
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ARE PEOPLE REALLY LIVING LONGER? 


It is true that more people are living to older ages than 
was the case at the beginning of this century. The reason 
however, is that great strides have been made in lowering 
infant mortality. 


In the age group from 35 to 45, recent investigations 
indicate only a very slight increase in life expectancy and it 
is in this group that most life insurance is written. 


Modern methods of treatment of such diseases as 
tuberculosis, cancer and pneumonia have brought encour- 
aging results, but such gains may be largely offset by the 
increase in mortality through diseases of the heart and acci- 
dental death, both of which might be attributable to the 
tempo of modern life. 


Point is given this fact by the following chart, which 
was discussed at the annual meeting of the Canada Life 
Assurance Company. 
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This chart is based on an analysis of the number of deaths 
among Canada Life policyholders in 1944. 














United Life and Accident 


Insurance Company 
2 Concord, N. H. 


Representatives Have Something Unusual to Sell 


Ask the man who owns a United Life and Accident 
Insurance contract which contains: 


1; Life Insurance Re Sek 
2. Double Indemnity ii 

3. Triple Indemnity 

4. Non-cancellable Accident Insurance 
5. Waiver of Premium 


For Details Write 


WILLIAM D. HALLER 
Vice President and Agency Manager 
Concord, N. H. 
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vacancy created by the recent death of 
Louis R. Lay. 





Henry C. Christopher, who entered 
the employ of American Hospital & 
Life of San Antonio, Tex., as an ac- 
countant and served in the various ca- 
pacities until he was made vice-president 
in charge of agencies, has resigned to 
become manager of the Dallas agency, 
succeeding Ted Teel, who has resigned 
because of ill health and will be a special 
representative. 

Allen M. Cain of the home office 
agency of Western Reserve Life of Aus- 
tin, Tex., who has been an ensign in the 
navy is back in the field. He was secre- 
tary of the Austin Association of Life 
Underwriters before he volunteered for 
service, 

S. Ramon Dale, who has been with 
Southwestern Life, has been appointed 
agency supervisor for Austin, Tex. 


U 


THE F PILOT 


SALES MEETS 





Tri-State Agency Gathers 
as Tribute to Harrop 


SALT LAKE CITY — The eight 
weeks production drive by agents of the 
Equitable Society as a tribute to J. H. 
Harrop, tri-state agency manager, who 
has just rounded out 30 years’ service 
with the society, resulted as follows: 
New paid-for business, $2,159,268; num- 
ber of applications, 562; agents scoring, 
“é. 

The tri-state agency embraces Utah, 
Montana and Idaho. In presenting these 
results to Manager Harrop at the so- 
ciety’s educational conference at Idaho 
Falls, Ida., W. F. Smith, veteran Salt 
Lake agent, as toastmaster at a ban- 
quet, told of the agency’s steady growth 


ory! aay 





"A Good Company To Work With" 


One Reason Why: 


It has a Field Force we are proud of, and 
a capable and efficient Home Office organ- 
ization composed of men and women who 
have been in the life insurance business 
all their lives, and who know how to give 


service whenever and wherever needed. 


* 


PILOT LIFE 
INSURANCE COMPANY 


Greensboro, North Carolina 





inexperienced salesman. 


Bradford H. Walker 
airman of the Board 


Robert E. Henley 
President 





Beware The Deep Waters 


If interviewing one of your community’s leading citizens, could you engage 
his interest and win his confidence? The question suggests that'a life under- 
writer would do well to prospect among people with whom he has common 
interests and can be at ease. Some waters can be too deep, especially for the 


bree ee or Winginia 


Richmond, Virginia 





Home Office: Richmond 
Established 1871 








since Mr. Harrop’s appointment 24 
years ago. As a further tribute to the 
tri-state manager, Mr. Smith presented 
him an inscribed wrist watch, gift of his 
co-workers in the agency. 





Masterson Educational Meet 


The William H. Masterson agency of 
Equitable Society at Newark, held a 
three-day educational conference at the 
Pocono Manor Inn, Pocono, Pa., Sept. 
11-13. The principal speakers were 
Daniel E. Mason, supervisor of training, 
and John P. Gloeckner, mortgage loan 
and real estate supervisor from the 
home office.” “Peacetime Market” was 
the theme. 


NEW YORK 


N. ¥. U. INSURANCE COURSES 


New York University, school of com- 
merce, accounts and finance will offer 
the evening courses at the Washington 
Square Branch, during the fall term. 
Principles of insurance will be given 
Thursdays from 8-10; life insurance, 
Tuesday 6-8; fire and inland marine, 
Thursday 6-8; casualty, Tuesday 8-10. 

These courses will help students pre- 
pare for the various state examinations 
as well as the C.L.U. and C.P.C.U. 

Classes will commence Sept. 25. 














SULLIVAN OPENING 


A. L. Sullivan, who recently became 
manager of the downtown New York 
City agency of Fidelity Mutual, was host 
to a large number of life insurance men 
and brokers at the agency’s official open- 
ing in its new quarters at 107 William 
street. Among those from the home 
office were President E. A. Roberts, Un- 
derwriting Vice-president R. T. Tull, 
Manager of Agencies C. L. Pontius and 
Assistant Managers of Agencies L. J. 
Doolin and G. A. Sterns. Mr. Sullivan 
was formerly manager of the downtown 
branch of the Doremus-Bragg agency of 
Guardian Life and until his appoint- 
ment as general agent made him in- 
eligible. He was president of the New 
York City Life Managers Association. 





INSTALL SCHIFF AS PRESIDENT 


Charles Schiff, Prudential, was in- 
stalled as president of the New York 
City Life Supervisors Association at the 
meeting Tuesday. He succeeds Arthur 
L. Sullivan who was elected last spring 
to the presidency but became ineligible 
when he was appointed general agent of 
Fidelity Mutual Life. ‘Mr. Schiff was 
first vice-president. Other officers con- 
tinue in their former offices, Henry Ard, 
Connecticut General, being vice-presi- 
dent, and George Bobbe, Guardian Life, 


CHICAGO 


IN VICTORY LOAN 


George Huth, Chicago general agent 
for Provident Mutual Life, has been 
named vice-chairman of the Chicago and 
Cook county war finance committee and 
chairman of the payroll savings division 
for the forthcoming victory loan. He is 
one of the original organizers of the 
“Fighting 400” war bond salesmen of 
the Chicago Association of Life Un- 
derwriters and has been chairman of the 
Cook county payroll savings division 
since the inception of payroll savings 
four years ago. Under his direction 
more than 6,000 payroll savings plans 
were installed in Chicago and Cook 
county business and industrial firms. 

Mr. Huth has been vice- chairman_ of 
each war bond campaign to date in Chi- 
cago and is vice-president of the Chi- 
cago association. 











HUTH ACTIVE 





PREPARE FOR WAR FUND 


The insurance division of the Com- 
munity & War Fund of Chicago has 
now been organized with Emil Lederer 
of the Stewart, Keator, Kessberger & 


Lederer agency as chairman. The quota 
assigned to the insurance division jg 
$165,000. Last year the quota was $150,. 
000 and the amount raised was $160, 000, 
Some 200 workers have been assigned to 
the canvass. In addition to all the insur. 
ance offices in the city, the division js 
responsible for the non-insurance offices 
in the Insurance Exchange building. 

Vice-chairmen in charge of the fire in. 
surance division are Louis J. Fischer, 
general manager of Home, and William 
Krom, assistant manager Chicago 
Board; agencies and brokers, L. W, 
Zonsius, Conkling, Price & Webb: Cas- 
ualty, Don Weiser, assistant manager 
Aetna Casualty; life, Harold P. Me. 
Laughlin, Massachusetts Mutual Life; 
mutual, E. M. Lashmet, Liberty Mutual, 
and fraternal, Thomas Heaney, Catholic 
Order of Foresters. 





PROBLEMS 


C. Edward Thorney, executive direc- 
tor of the Veterans Information Center, 
spoke on “Returning Veterans” at the 
first fall meeting of the Life Agency’ 
Supervisors Club of Chicago Thursday, 
He discussed the problems of service 
men who are discharged. 


DISCUSS VETERANS’ 





HALLAGAN HEADS LEGION POST 


Arthur D. Hallagan, manager of the 
Woodlawn agency of Metropolitan Life 
in Chicago, has been elected commander 
of the Illinois Central post No. 241 of 
the American Legion. Mr. Hallagan is 
a former director of the Chicago Asso- 
ciation of Life Underwriters. He isa 
past president and now vice-chairman 
of the Chicago Metropolitan Managers 
Association and has been in the business 
19 “years. 





J. M. ROYER AGENCY CLINIC 


The James M. Royer agency of Penn 
Mutual Life in Chicago held a special 
fall sales clinic at the Edgewater Beach 
hotel. Mr. Royer in the morning ses- 
sion gave a complete analysis of his 
agency’s business, reporting substantial 
gains in practically every phase. 

The majority of the afternoon session 
consisted of talks from agents who had 
been with the agency less than a year. 
Eric G. Johnson, agency vice-president, 
closed the meeting with an_ inspiring 
talk on the future of life insurance. The 
entire agency and wives enjoyed dinner 
and dancing on the beachwalk later. 





D. R. MecLENNAN JR. RETURNS 


D. R. McLennan, Jr., son of the late 
chairman of Marsh & McLennan who 
has been in the navy service has been 
discharged and will return to Marsh & 
McLennan organization in Chicago Nov. 
1. He has been in the South Pacific but 
more recently in San Francisco. 
has purchased a house at Lake Forest, 
Ill, where his mother resides. He served 
Marsh & McLennan for 10 years before 
entering the service, being especially in- 
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WE’VE GONE, 





DONE IT AGAIN! 








Gone and done what? Nothing much, 





merely passed in 10 short years our first 








$35,000,000 of ordinary insurance-in-force 





and all written by our own agents’ ef- 








forts. Fact is, | can't find where any bunch 





of live wire salesmen has equalled that 








record in the span of my lifetime, which 











ain't so long or so short, as my bones are 
beginning to tell me. Write me, prospective 


live wires, we can use you! 


-Harry VU. Wade 
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terested in production. work. He is 
regarded as a very promising young man. 





CASHIERS LEADERS CONFER 


‘Mildred Conroy of Portland, Ore., 
president Oregon Association of Life 
Agency Cashiers, was a visitor in Chi- 
cago, where she conferred with Miss 
Christine Ludwig, Frank agency of State 
Mutual, who is past president of the 
National Association of Life Agency 
Cashiers. Irene Smith of Central Life 
of Iowa at Milwaukee, president of the 
local association there, also was in Chi- 
cago. 





The Park Grove district agency of 
Metropolitan Life in Chicago under 
George J. Fullman, manager has quali- 
fed as a 100% membership agency in 
the Chicago Association of Life Un- 


POLICIES 


Connecticut General Writes 
Juvenile Par and Non-par 


Participating and non-participating in- 
surance now is available in the Con- 
necticut General Life on the lives of 
children from one month through age 
14. Except in the state of New York, 
a graded death benefit to age five is 
provided. 

Payor benefit ciause may be added 
providing waiver of premium to age 25 
won death or disability of payor. 
Rates for ages 0 through 9 are shown 
below on. a* selected group of policies; 
ages 10 through 14 are the regular 
life or endowment rates. The scale is: 


‘nas eee - ne 











Paid- Insu. to 

Ord. Up Pay. pay Age 65 
Age Life at55 Lif End. Boys Girls 
ms «.+- $20.82 $45.51 $14.96 $15.67 
1 -.-- 20.67 45.53 15.00 15.80 
H 20.65 45.59 15.08 16.01 
Eels 5 6 ooo. 20.47 45.62 15.26 16.42 
ae ---. 20.26 45.63 15.63 16.84 
5 $11.60 $12.56 20.24 45.63 16.02 17.26 
§ 11.61 12.60 20.53 45.63 16.41 17.70 
1 11.63 12.69 20.84 45.63 16.83 18.17 
§ 11.66 13.00 21.17 45.65 17.27 18.66 
$911.78 13.34 21.52 45.68 17.74 19.17 


———————Participating—__—____, 
20 20 End Insu. to 
Ord. Pay. Yr. Age 
4ge Life Life End. 18 Boys 
-. $24.61 $51.32 $56.84 $18.82 $20.02 
‘ 2 51.40 60.38 19.18 
64.70 
69.58 
74.80 
81.18 
87.65 
27.00 51.72 96.36 
5 51.76 106.91 
51.81 118.79 22.72 





Increases Single Premium Rates 


United Life & Accident has increased 
rates and values under its single pre- 
Mium life and endowment contracts. 








UNUSUAL OPPORTUNITY 
FOR 


AGENCY SUPERVISOR 


ne of the leading agencies of The 
Northwestern Mutual Life Insurance Com- 








pany is looking for a high-grade and 
itious supervisor to recruit and train 
agents. The type of man desired is 
erably a college graduate, between 
and 40 years of age, who has had 
perience in organization’ work and 
lemonstrated his ability to develop men. 
pensation will include a better than 
fverage salary plus commissions or 
us. This is an unusual situation be- 
fause of the future opportunity. If you 
Mave the qualifications, write in strict 
fonfidence to D-4, care of The National 
Paderwriter. 











— 





ACTUARY WANTED 


Opportunity for young man with actuarial 
ig and background. Home office experi- 
not necessary but preferable. Excellent 







for advancement in a owing 
idlewestern br nay Address C-74, The 
ft Underwriter, 175 W. Jackson Blvd., 
go 4, TIL 
a 














The single premium 10 year endowment 
was dropped. The new rates are: 


15 Yr. 20 Yr. 
Age Life End. End. 
ES cceuteeeews te $353.94 $751.73 $674.95 
BO 2% Raivraaeclbente 4 384.31 752711 675.74 
Mp < Rind 3 OR ERO es 418.77 752.64 677.11 
We ca cee vate ae 458.45 754.08 680.28 
Oe Wi wd ck evu awit 502.65 756.77 685.65 
MN 2 A aebaidalmeiale es 551.19 761.24 694.17 
BEC LE x dks Bila der 602.69 767.74 706.50 
OE sacs ka eae eee 656.30 777.18 723.94 
| Te eee eearee 711.35 ‘iS ee 
COL seb asa beac ee GOA = Fi sic ice Fy}, thw ow 
(aah See Eres ae BOER shiek “saden 





Mutual Savings Writes New 
Family Income Contract 


Mutual Savings of St. Louis has de- 
signed a flexible family income type of 
policy which may be written in a variety 
of plans to suit the individual policy- 
holder’s needs. 

Basically, it provides $10 monthly in- 
come per $1,000 from date of death to 
end of period. At the insured’s choice, 
it may be written to provide $15 or $20 
monthy per $1,000. The lump sum may 
he made payable in full at death or part 
payment made in cash and the balance 
placed under one of the _ settlement 
options. 

The minimum policy to which this 
benefit may be attached is $2,000 ordi- 
mary life or higher premium plan or 
$3,000 any lower premium plan. 

Premium rates quoted below, provid- 
ing $10 per $1,000, are reduced one-half 
when the rider has run three-fifths of 
its original term: 


7~Term of Rider—, 

1 15 20 
Ane Tv... Ye, : 3%. > aim » 2 FE. 
38 $4.86 $7.94 $11.72 
So 6&. 8.46 55 
5.48 9.05 


-~Term of Rider— 
10 15 20 


22 3.33 4. \ 
23 3.38 4.98 6.62 41 5.84 9.70 14.49 
24 3.41 5.04 6.72 42 6.26 10.43 15.62 
25 3.44 5.10 6.84 43 6.71 11.23 16.86 
26 3.47 5.16 6.96 44 7.22 12.12 18.23 
27 «3.50 5.238 7.11 45 7.79 13.11 19.73 
28 3.53 5.32 7.29 46 8.441419 .... 
29 3.57 5.42 7.49 47 9.11 15.38 

30 3.62 5.55 7.74 48 9.88 16.69 

31 3.70 5.71 8.03 49 10.72 18.13 

32 3.78 5.90 8.37 50 11.64 19.70 

33 3.90 6.13 8:77 51 12.66 .... 

34 4.03 6.40 9.23 52 13.77 

35 4.20 6.71 9.74 53 14.96 

36 4.39 7.07 10.32 54 16.30 

37 4.61 7.48 10.98 55 17.74 





Prudential’s Rates for 
Juvenile Forms Shown 


New juvenile policies have been pre- 
pared by Prudential which provide larger 
benefits than heretofore. Full benefit 


is paid at age 5 and thereafter in the 
United States. 

Premium rates are shown below for 
some of the policies this company is- 
sues. Waiver of premium benefit, effec- 
tive after age 15, is included without 
specific extra charge. 





Issues New Child’s Policy 


Security Mutual of Nebraska has 


added a 30 payment life to its line of 
juvenile policies as part of the 50th an- 
niversary celebration. This policy pro- 
vides the same benefits and privileges 
as the other childs’ policies issued by 
this company. 
are: Age 0, $17.63; 1, $17,88; 2, $18.01; 3, 


Annual premium rates 











UNUSUAL 
CHICAGO OPPORTUNITY 


Exceptional general 
agency opening with old 
Eastern company—estab- 
lished and going agency 
organization — vacancy 
exists because of sudden 
illness of general agent. 
Address Box C-98 
Care The National Underwriter Company 


175 W. Jackson Boulevard 
Chicago 4, Illinois 

















“The new booklet, YOUR 
LIFE INSURANCE, is just 
what we who are now far from 
home want and need. Please send 
me 25 copies so that I can pass 


them on to others‘over here.” 


And so, in substance,’ 
have read numerous letters from our men in the armed serv- 
ices, following their reading of the Company's 32 page book- 


let on National Service life insurance. 


Information and advice, if sufficient and impartial, is al- 
ways appreciated. That is why the life underwriter under 
arms, his buddies, and his loved ones at home, all regard 
Your Life Insurance so highly. It is concerned only with the 
serviceman’s life insurance problems It outlines clearly the 
unique benefits of National Service life insurance. It urges 
the serviceman, without exception, to retain and convert to 
a permanent plan his government policy, and it tells him ex- 
actly how to get that job done with a minimum of effort. 


EQUITABLE LIFE OF IOWA 
Gounded 1967 


Home Office Des Moines 
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$18.15; 4, $18.17; 5, $18.20; 6, $18.32; 7, 
$18.50; 8, $18.71; 9, $18.94; 10, $19.18; 11, 
$19.43; 12, $19.69; 13, $19.95; 14, $20.23. 





Great American Reserve Form 


A plan to provide a monthly income 
of $10 per $1,000 from date of death to 
the 15th policy anniversary has been 
made available by Great American Re- 
The premium rates per $1,000 


serve. 
are: 

Age Prem. Age Prem Age Prem. 
20 $19.43 31 $25.33 41 $35.13 
21 19.84 32 26.06 42 36.51 
22 20.27 33 26.83 43 38.01 
23 20.73 34 27.66 44 39.63 
24 21.20 35 28.53 45 41.37 
25 21.70 36 29.45 46 43.26 
26 22.23 37 30.45 47 45.29 
27 22.79 38 31.50 48 47.50 
28 23.37 39 32.63 49 49.89 
29 23.99 40 33.83 50 52.46 
30 24.64 





Security Mutual, N. Y. Adds 
Several New Policies 


Family protection type of insurance 
available in the Security Mutual 
Binghamton has been supplemented by 
a 12 payment 15 year family income 
rider and family maintenance riders pro- 
viding income for 10, 15, 20 or 25 years 
after death. 


‘Y CAN'T STOP NOW, BUT DO You 
SELL SINGLE PREMIUM LIFE?” 


GENER 

AMERican 

Nw VRRNCE 
ce. 





"YES, SIR!.. General 


American Life issues Single 
Premium Life contracts 
from age 15 to age 65. They 
provide a first year dividend 
and a first year cash value.” 


GENERAL AMERICAN LIFE 
INSURANCE COMPANY 
WALTER W. HEAD, Pres. St. Louls, Me. 


of 








THE 
UNITY LIFE & ACCIDENT 
INSURANCE ASSOCIATION 


Insures 


‘The Whole Family 


Unity agents are equipped 
to serve every need for per- 
sonal insurance. Juvenile 
policies our specialty. 


L. J. BAYLEY 


E. R. DEMING 
Secretary 


President 








HOME OFFICE—SYRACUSE, N. Y. 
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Four plans of insurance are available 


on the lives of children ages one month 
to 9% 
New York state) is premiums paid plus 
3% compound interest prior to age 5. 
Extra premium provides waiver of pre- 
mium at death or disability of payor. 
The retirement annuity contract is writ- 
ten from age 0 through 14. 


years. Death benefit (except 


A 15 year endowment is issued ages 
15 to 55 on the single premium plan. 


The single premium 20 year endowment 
now may be written ages 54 and 55 and 


single premium life has been extended 
to cover ages 64 to 70. 


20 Yr. Sel. 
15 Yr. Fam. Fam. Prem. 15 
Age Ine Maint. Yr. End. 
ths 5's gids tone Bice -55 Disa $763.92 
2 7 5.99 764.72 
6.08 764.85 
6.19 764.97 
6.30 765.07 
6.44 765.17 
6.59 765.27 
6.75 765.38 
6.95 765.50 
7.18 765.65 
7.43 765.83 
7.73 766.05 
8.06 766.33 
8.44 766.66 
8.88 767.06 
9.37 767.53 
9.91 768.07 
10.52 768.70 
11.20 769.41 
11.94 770.21 
12.76 971.11 
13.66 772.12 
14.65 773.24 
15.73 774.48 
16.92 775.85 
18.20 777.36 
19.60 779.01 
21.11 780.81 
22.75 782.77 
24.52 784.91 
26.43 787.22 
28.49 789.73 
ae 792.42 
795.33 
798.45 
801.80 
805.36 





National Life Annuity Changes 


National Life of Vermont announced 
an increase in rates for single premium 
immediate annuities. The change is 
based on a reduction in the assumed rate 
of interest from 21%4% to 2%. The 
=X ad adheres to the standard annuity 
table. 


AGENCY NEWS 


Lewis Agency Gets Set for 
Inter-agency Contest 


NEWARK—tThe Arthur Lewis 
agency of Pacific Mutual Life held a 
breakfast Monday at which plans were 
made for the company’s inter-agency 
contest which will start Sept. 17, and 
also for a Victory convention to be held 
at Catalina Island, off the coast of Cali- 
fornia in August, 1946. <A fine educa- 
tional and recreation program with many 
prizes is offered. The agency ranked 
third in August in written business. 


Woods Agency of Equitable 
Has Successful Campaign 


The “Summer Surplus” campaign con- 
ducted in August in the Woods agency 
of Equitable Society in Pittsburgh 
proved to be quite successful. This 
was “Beat Your Quota” month. The 
basis was an amount of written business 
equal to one-sixth of the agent’s paid 
ordinary and group volume for the first 
six months. July 26, in commemora- 
tion of the society’s 86th . Anniversary, 
each unit manager sent a day letter to 
his associates making a preliminary an- 
nouncement of the campaign, followed 
by a letter setting forth details and in- 
dividual quotas. Throughout the month 
a semi-weekly bulletin played up prog- 
ress of the campaign, featuring large 
cases and names of associates who had 
reached or exceeded their quotas. 

In all, 64 members of the agency 
equalled or exceeded in written produc- 
tion their average monthly paid busi- 
ness for the first half of 1945, and al- 
though August normally is a vacation 














month, written business far exceeded the 
same month of 1944. <A total of 482 
applications was submitted for $2,098,368 
volume, an increase of 34% in lives and 
65% in volume over August, 1944, 

A victory celebration feting the two 
veteran agents in each unit who ex- 
ceeded their quota by the largest per- 
centage and the four leaders among all 
new agents was held Sept. 7, the lead- 
ers being entertained at a luncheon 
followed by a‘ ball game at Forbes Field. 





E. G. Siefert, manager of the Marion 
agency of Ohio State Life, entertained 
the members of his agency at the Marion 
Country Club. Warren Howe, superin- 
tendent of agencies, and T. T. McClin- 
tock, chief underwriter, represented the 
home office. 


ASSOCIATIONS 


Iowa Caravan Sessions Are 


Scheduled Nov. 10-13 


DES MOINES—Edmund P. Connolly, 
Penn Mutual general agent, president of 
Iowa Association of Life Underwriters, 
announced the National association cara- 
van of officers would be in Des Moines 
Nov. 12-13, at which time the state asso- 
ciation will hold a meeting. The caravan 
will be at Davenport Nov. 10. Other 
Iowa dates have not been set. 


Full Time Secretary 


The state association will discuss es- 
tablishing a full-time secretary, organiza- 
tion of a “General Agents & Managers 
Club” for the state, and other programs. 

Mr. Connolly will assist in opening the 
fall season meetings, speaking at the 
Sioux City association meeting Sept. 14 
and the Southwestern association meet- 
ing at Atlantic, Sept. 15 on “Prepare, 
Present and Produce.” 














Irvin Bendiner to Address 
N. Y. City Association 


NEW YORK—tThe New York City 
Life Underwriters’ Association will hold 
its opening fall dinner meeting Oct. 4 
at 6 p.m. at Hotel Pennsylvania. The 
speaker will be Irvin Bendiner, agent of 
New York Life in Philadelphia, who 
is well known as a lecturer and stu- 
dent of life insurance problems. 

The association’s board elected S. 
Samuel Wolfson, general agent Berk- 
shire Life, as delegate to the New York 
State Life Underwriters Association 
meeting to take the place of Clancy 
D. Connell, who has resigned that post 
in order to devote all his time to af- 
fairs of the National association, of 
which he recently was elected president. 
Miss Sara Lewinson, Massachusetts Mu- 
tual, also has been elected a director. 





Reconversion in Life Sales 
Theme of Roberts at Austin 


“Reconversion for Life Underwriters” 
was the theme of Edward E. Roberts, 
agency manager Amicable Life, at a 
meeting of the Austin (Texas) Associa- 
tion of Life Underwriters. The selling 
of life insurance has been comparatively 
easy during the past four years when 
merchandise was difficult to buy, he said, 
but this cannot continue. Life agents 
must prepare to meet the competition 


of automobiles, radios and popular elec. 
trical appliances and other desirable 
merchandise. 

There must be a change from selling 
life insurance as an investment to selling 
it for protection, its old fundamental 
purpose. He sees in the next five to 
seven years no abrupt change in eco. 
nomic conditions. 

The idea of sale of insurance to sup. 
plement social security and provide for 
an adequate income has not been used 
as much as it should. Other ideas are 
provision for payment of taxes, birthday 
and Christmas benefits, and education 
policies. 


Floyd to Speak in Oklahoma 


Frederick W. Floyd, executive secre. 
tary American Society of Chartered Life 
Underwriters, will speak to the Tulsa 
Association of Life Underwriters on 
Sept. 27. In the evening he will meet 
in Tulsa, with faculty members of the 
college of business administration of 
A. & M. College of Stillwater. 

On Sept. 28 will address a joint meet- 
ing of the Oklahoma City Association 
of Life Underwriters, Oklahoma Gen- 
eral Agents & Managers Club and the 
Oklahoma City C. L. U. chapter.’ He 
will also confer with faculty members 
of the college of business administration 
of the Oklahoma University at Norman, 
Both state colleges include courses in 
life insurance in their curriculum. 





Schultz Speaks at Peoria 


Harry R. Schultz of Mutual of N. Y, 
immediate past president of the Chicago 
C.L.U. chapter, presented a sales dis- 
cussion on advanced underwriting, “CLU 
Dividends,” at the first fall meeting of 
the Peoria (Ill.) Association of Life 
Underwriters Thursday. Fred W. 
Pointer, Prudential, and Chester T. 
Jones, Metropolitan, returned veterans, 
were honored. W. Deweese Johnson 
was chairman. 





Des Moines—At the first fall meeting 
on Sept. 14, Jack Hilmes, Equitable of 
Iowa, newly elected N.A.L.U. trustee, 
will be honored. Newell C. Day, Daven- 
port general agent Equitable of Iowa, 
will speak on “Color in Selling.” 

St. Joseph, Mo.—Edwin Bird, New York 
Life, has been appointed chairman of the 
veterans affairs committee. He is a vet 
eran of world war II. Karl. W. Vestle, 
Prudential, also a veteran of this war, 
is the other committee member. 

Pittsburgh—Kenneth W. Conrey, Penn 
Mutual general agent here, is addressing 
a noon meeting at Butler, Pa., Friday o 
“Why Wait?” Fred R. Garibaldi, dis 
trict manager of National Life & Acti 
dent, appeared at a dinner meeting at 
Washington, Pa., Wednesday on “Five 
Fingers.” C. Hugh Blair, manager of 
Phoenix Mutual Life was the speaker a 
New Castle Thursday noon on “Accentt 
ate the Positive.’ R. S. Koehler, Jr, 
general agent of National Life, spoke # 
Uniontown, Pa., Tuesday evening 
“There’s No Luck About It.” 

J. Mark Young, manager of Metropoli- 
tan Life, is giving a talk next Monday 
evening at Beaver on “History Repeat 
Itself.” 

At the luncheon Sept. 21 of the Pitts 
burgh Association the speakers will b 
Judd C. Benson, Union Central, Cincit 
nati, N. A. L. U. trustee, and Donald f. 
Barnes, director, division of veteratf 
affairs, N. A. L. U. 

Springfield, Mass.—J. S. Braunig, gé 
eral agent at Boston for Massachusett 
Mutual Life,. gave an address an “Pro 
pecting and Selling on a Prestige Basis’ 

Philip B. Steele has been nominate 
for president, Abe Suher, first vice-pres 


— 
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dent; R. K. Schott, second vice-president; 
E. J. Brennen, treasurer; Grace R. Col- 
ton, secretary. 


Northern New Jersey—At the first 
luncheon meeting in Newark, F. K. 
Doscher, general sales manager of the 
Lily-Tulip Cup Corp., will speak on 
“Post-War Sales Ideas, 1945.” 

Ft. Wayne, Ind.—Committee chairmen 
appointed by President John E. Dyer, 
John Hancock, are: program, T. P.. Rid- 
dle, Jr.. New York Life; publicity, C. E. 
Harrison, Lincoln National; membership, 
T. H. Fuelling, New England Mutual; by- 
laws and legislation, George Carey, 
Northwestern Mutual; sales congress, 
Kenneth Robinson, Mutual Life, N. Y.; 
meetings, John Hower; finance, James 
Russell, Connecticut Mutual; education, 
Zura Brown, Lincoln National; conserva- 
tion, W. F. Kramer, Phoenix Mutual; 
life notes, David Hostetter, American 
United; general agents and managers, 
Ww. C. Roeder, Northwestern Mutual; war 
bureau, Paul Sutter, New York Life; vet- 
erans affairs, Ivan Timbrook. The first 
fall meeting will be held Sept. 20. 

Los Angeles.—The first fall meeting 
will be held Sept. 27, with Admiral W. H. 
Standley, recently ambassador to Russia 
and formerly chief of naval operations, 
as the chief speaker in a talk on Russia. 
Rev. Dr. J. W. Brougher will speak on 
“The Greatest Surprise of My Life.” It 
will be a breakfast meeting. 


MANAGERS 


Los Angeles Managers Set 
Up Annuity for Charleville 


LOS ANGELES—The Life Insur- 
ance Managers Association at its first 
fall meeting Monday voted a plan to 
provide an annuity for Executive Secre- 
tary Joseph Charleville and heard a 
talk by A. H. Tyron, executive director 
Los Angeles. veterans service center. 
The annuity was a joint project with the 
Los Angeles Association of Life Under- 
writers. 

W. T. Shepard, who recently retired 
as general agent of Lincoln National 
Life, and Roy Ray Roberts, who has 
resigned as general agent for State Mu- 
tual, presented resignations and were 
elected honorary life members. Roy 
Utley, general agent Beneficial Life; R. 
L. Walker and Jack Hackman, general 
agents Lincoln National Life, succeed- 
ing Mr. Shepard; H. W. Dougher, suc- 
ceeding Mr. Roberts as general agent 
for State Mutual; Cecil M. Schilling, 
general agent in Burbank, Cal., for Man- 
hattan Life, and Buryl Blevens, general 
agent for Occidental Life of California, 
were elected members. Tyron said in 
1,227 cases handled in six days there 
were 92 requests for information on vet- 
erans insurance problems. He suggested 
the managers association designate a 
panel to discuss these problems with 
veterans. President W. K. Murphy said 
he probably would name a committee to 
cooperate with the center. 














Discuss Readjustment Period 


SAN FRANCISC O—Recruiting, 
training and financing of new agents in 
the immediate post war readjustment 
Period will be discussed by the San 
Francisco General Agents & Managers 
Association on Sept. 17. F. Crook 

hatley, general agent Aetna Life and 

Rowe, manager Bankers Life, will 
speak followed by a round table pre- 
sided over by V. Webner Wiedemann, 
general agent Equitable Life of Iowa. 


Milwaukee Cashiers Hear Krier 


MILWAUKEE—Resuming their 
monthly meetings after the summer re- 
cess, the Life Insurance Cashiers Asso- 
ciation of Milwaukee heard Urban Krier, 
executive secretary Wisconsin Associa- 
tion of Insurance Agents, speak on “Em- 
bezzlement.” He formerly was district 
Supervisor of U. S. F. G. in Wis- 
consin and Upper Michigan and gave 
figures on losses, types of employes and 
Teasons for their thefts as indicated 
by a survey made of embezzlements 
throughout the country over a period 
of time. Miss Irene Smith, Central Life 





of Iowa, new president of the cashiers 
group, presided and conducted her first 
business meeting, held in the Connecti- 
cut General’s general agency offices. 





Columbus, O., Cashiers Resume 


The Columbus Life Agency Cashiers 
Association held its first meeting of the 
fall season Tuesday. R. F. Stebelton 
of the Veterans Administration, a for- 
mer life man, discussed the conversion 
privileges of national service life in- 
surance. 





Editor Talks at Ft. Worth 

The Fort Worth Life Managers & 
General Agents Club heard Walter R. 
Humphrey, editor of the Fort Worth 
“Press,” on “An Outsider Looking In.” 





Meet in Indianapolis, Sept. 17 


The fall season of the General Agents 
& Managers Association of Indianapolis 
will open Sept. 17 with a special Butler 
University night, when Dr. Ross, presi- 
dent, and Dr. Meher, newly appointed 
head of the department of insurance, 
will be guests, and will discuss the 
university's new program. Plans will 
be announced for other meetings by 
Wendell Barrett, Provident Mutual, as- 
sociation president. 


ACCIDENT 


Pacific Mutual A. & H. Sales 
Increase 163% This Year 


LOS ANGELES—Written business 
in the commercial accident and health 
department of Pacific Mutual Life in- 
creased 163.5% in August over the same 
month last year. Written business the 
first eight months this year was 124.7% 
over the same period of 1944. 

When the Big Tree Club year closed 
on July 15, W. Dwight Mead, Seattle, 
emerged once more as Pacific Mutual 
leader in the commercial accident and 
health field. He recently observed his 
40th anniversary in insurance. At a 
luncheon tendered in his honor by Wal- 
ter R. Hoefflin, Pacific Mutual general 
agent at Seattle, Mr. Meads’ record of 
field success, participation in insurance 
association affairs and other contribu- 
tions were cited as an inspiration to 
young men entering the field today. 


S. C. High Court Finds $5 
Auto Policy Noncancellable 


The South Carolina supreme court 
has upheld judgment of the lower court 
finding that a $5 automobile accident 
policy of Mutual Benefit Health & Ac- 
cident was, in fact, a non-cancellable con- 
tract despite the fact that it contained a 
provision that the acceptance of any 
renewal premium shall be optional with 
the insurer. However, the supreme court 
reversed the judgment of the lower 
court in awarding $1,250 punitive dam- 
ages to the assured. The actual dam- 
ages amounted to only $46.50. The case 
was Harwell vs. Mutual Benefit H. & A. 

Harwell carried the insurance seven 
years and then it was terminated by ” 
Mutual Benefit H. & A. on May 1, 
1943 by its refusal to accept further an- 
nual premium payments. The assured 
contended that the policy provisions are 
so ambiguous and so equivocally ex- 
pressed that it should not be construed 
as term insurance but as a continuous 
non-cancellable contract. The policy in 
heavy black type on the first page 
stated that the death benefit without 
increase is $1,000 and with full increase 
it is $2,000 and on the bottom of the 
same page there is a statement that 
after the first year’s premium has been 
paid each year’s renewal premium shall 
add $100 to the death benefit until the 
same amounts to $2,000. 

The supreme court stated there is 
nothing on the first page to put the 
insured upon notice that the insurer 
reserved any right to refuse the ac- 























MANAGERS WANTED 


A Legal Reserve Life and Accident and Health 


Insurance Company 


HAS OPENINGS FOR MANAGERS 


OF ITS 
KANSAS CITY 


and 


ST. LOUIS, MISSOURI 


AGENCIES 


The men selected for these positions will be between 30 
and 45 years of age and have records as personal pro- 
ducers of life and accident and health insurance, which 
will bear close investigation, and have the character- 
istics necessary to attract agents to work under their 


direction. 


These positions offer an attractive financial 


arrangement. If interested and believe you can qualify 
for either of these positions, give full details in con- 
fidence of your past insurance and other business ex- 


perience. 


Address Agency Vice President, care of D-3, 


The National Underwriter, 175 W. Jackson Blvd., Chicago 


4, Illinois. 



























THE CHALLENGE 


PLANNING WITH VISION .-...TO ENSURE 
THE INHERENT. HUMAN RIGHTS OF DECENT 
LIVING, SECURITY, AND INDIVIDUAL DIGNITY, 
HAS ~ FOR GENERATIONS NOW ~ BEEN THE 
INSPIRED PURPOSE OF THE TIME HONOURED 
INSTITUTION OF LIFE INSURANCE WHICH 
HAS ESTABLISHED BEYOND ALL DOUBT THE 
ABILITY OF REASONING MAN TO PREPARE 
FOR THE YEARS YET TO BE AND TO MEASURE 
HIS NEEDS FOR THE UNCERTAIN JOURNEY: 


LIFE INSURANCE MEETS THE CHALLENGE 
OF THE UNKNOWN TOMORROW BY THE 
INSIGHT, PRUDENCE AND RESOURCES OF 
TO-DAY. 


SUN LIFE OF CANADA 


SEVENTY BRANCH OFFICES THROUGHOUT NORTH AMERICA_ 
eo Saye” rs allt . . + ‘ itt 
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Let me tell you the true 
story of “MARY, THE 
MONEY MAKER” 


ARY isn’t her real name, of 

course, but the story is true, 
and “Mary, the Moneymaker” sounds 
pretty good, doesn’t it? Mary actu- 
ally makes more money than anybody 
else on our sales force, leading the 
entire organization, men included, in 
production. But let’s start at the be- 
ginning. 


You may recall that a few weeks 
ago in these columns I brought you 
the story of “Sunshine Bill.” (And 
folks, thanks for those fine letters. 
We were pleased to fill the many re- 
quests for copies of our Sunshine and 
Birth Congratulations plans). Bill’s 
was a success story of youth; a be- 
ginner with us; an honorably dis- 
charged serviceman. 


Bill was only twenty-three years 
old when he started with us; Mary 
was forty-eight. Bill has been with 
us only a few months; Mary has been 
one of our leading producers for 
many years. The masculine members 
of our force envy Mary’s record, but 
have never excelled it. 


Mary is a winner. She wins 


quality awards, volume awards, 





by Thomas O. Hertzberg, Sales Manager 
FIDELITY LIFE ASSOCIATION 
Fulton, Illinois 


contest awards, and has been a 
member of our App-A-Week 
Club since its beginning. No 
person is more highly respected 
in her community or by our sales 
force, than Mary. 


“Mary, just how do you feel about 
your twenty years with us?” I asked 
her one day. Mary came right back, 
“My twenty years of service with 
Fidelity have enabled me to accumu- 
late two well-improved farms of 420 
acres (rich Illinois farm land) as 
well as other holdings. What I have 
done, anyone else can do with the 
same methods with Fidelity. I do 
enjoy my work and every day of it 
has been worthwhile.” 


Something to think about, isn’t it? 
Who knows, you may be a potential 
Sunshine Bill or a Mary, the Money- 
maker. In Fidelity, we have room 
for all ages—if you mean business. 














STATEMENT OF FACT OF INTEREST TO 
EVERY LIFE INSURANCE SALESMAN 


HAVING a good thing to sell is over half the battle; this 
is an axiom understood and appreciated by every salesman. 
Last year, Modern Woodmen Agents sold 30.8 more new 
business than in the preceding year—the increase in the in- 
dustry, as a whole, was only 3.4 for the same period. 


increase of 
new business 
in 

life insurance 
1944 over 1943 


Why? 
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Just this: 


Our men had a 


ALL COMPANIES 


| 


‘MODERN WOODMEN OF AMERICA 





Ley 


ood thing to sell. Our 


Agents made money Iast year, are making it this year and will 


continue to do so... 


because of a liberal compensation plan, 


aggressive field work and sympathetic Home Office co-operation. 
YOUR inquiry into the possibilities of a connection as a per- 
sonally producing District Manager, in charge of other men, is 
cordially invited. Generous financing — offered. Write, 


without obligation, t 


ay. 


MODERN WOODMEN OF AMERICA 


W. CABLE JACKSON) + 


Superintendent of Agents 


1500 Third Avenue, Rock Island, Illinois 
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ceptance of any renewal premium. Nei- 
ther is there on page 2 anything to put 
him on warning. On page 3 at the end 
of the policy under what the court calls 
the “casual heading” of “additional pro- 
visions” there is the first suggestion that 
the acceptance of an annual renewal 
premium shall be optional. 

Harwell contended that the provi- 
sions of the policy work such a change 
in the insurance, by reason of their 
equivocal and inconsistent terms, that 
it ceased to be term insurance and be- 
came in effect assimilated to lifetime 
insurance, terminable like life insurance 
only upon failure to pay the premiums 
as they fell due. 

It is true, the supreme court stated, 
that the policy does provide in fine print 
at its end that the acceptance of any 
renewal premium shall be optional with 
Mutual Benefit H. & A. but stated that 
too much has gone before “which, to 
our mind, conflicts with this provision, 
and conflicts to such an extent as to 
justify the construction that the policy 
was a continuous, non-cancellable con- 
tract.” 

The supreme court stated it recog- 
nizes the general rule that the ordinary 
insurance policy covering accident is 
generally regarded as a species of term 
insurance, not renewable except with 
the consent of the insurer. But this 
formula is not so rigid that it may not 
undergo modification when the particu- 
lar provisions of the policy require it. 
The policy in question must be con- 
sidered as being of a dual nature hav- 
ing incongruous elements in its com- 
position. 

“It seems to us only fair,” the court 
stated, “that an insurer acting in good 
faith should insert in a conspicuous 
place in a policy an express, unequivocal 
provision with respect to the right of 
renewal, especially where, as in this 
case, no provision is made for the can- 
cellation of the policy.” 

Thomas, Cain & Black of Columbia, 
G. Badger Baker of Florence were at- 
torneys for Mutual Benefit H. & A. and 
McEachin & Townsend of Florence rep- 
resented Harwell. 





Scans A. & H. Legislative Results 


J. F. Follmann, Jr., manager of the 
Bureau of Personal Accident & Health 
Underwriters, has prepared a summary 
of the 1945 legislative season. He finds 
that 53 bills affecting the writing of 
accident and health insurance were in- 
troduced into the state legislatures. Of 
these 34 were passed. 

The general tendency of the legisla- 
tion, he said, was to bring’ the laws of 
the various states up to date with cur- 
rent trends in the A. & H. field. Empha- 
sis was placed on group, family group, 
franchise and selected group coverages, 
recognizing, defining and _ regulating 
these forms of coverage. Cognizance 
was also taken of schedule policies in 
several states. 

One state, Florida, was the first to 
enter into affirmative and effective regu- 
lation of accident and health rates. 


FRATERNALS 


Bust of T. H. Cannon Is 
Presented to C.O.F. 


A bronze life-size bust of Thomas H. 
Cannon, chairman of Catholic Order of 
Foresters, Chicago, was presented to 
the society’s high court at a dinner by 
Archbishop Samuel A. Stritch of the 
Chicago diocese, high-spiritual director 
of C.O.F. 

Mr. Cannon, who is 82, in 1944 was 
advanced from the post of high chief 
ranger, which he held for 50 years. 

The bust was sculptured by Henry 
Siedel of Oak Park, Ill., who has na- 
tional fame and at present is teaching 
sculpture at the Vaughan General and 
Hines Veterans hospitals near Chicago 
to help patients regain use of hands, 
and also for vocational purposes. The 











bust will have a permanent position in 
the head office. 

Thomas R. Heaney, now high chief 
ranger of C.O.F., presided at the dinner, 
Speakers included Most Rev. Bishop 
William O’Brien, a lifelong friend of Mr, 
Cannon, and Msgr. Joseph A. Casey of 
Our Lady of Mt. Carmel parish, Mr, 
Cannon’s home parish. 

Mr. Cannon is past president of the 
National Fraternal Congress and was its 
secretary for a number of years. 





Pennsylvania Congress to Meet 


The Pennsylvania Fraternal Congress 
will hold its annual convention in the 
William Penn hotel, Pittsburgh, Noy. 
13-14. F. B. Mallett, Protected Home 
Circle, Sharon, is president; Miss 
Louise Patrick, Woodmen Circle, sec- 
retary. 


Modern Woodmen’s Increase 


Modern Woodmen reported $16,709,- 
172 new business in the first seven 
months this year, an increase of 16.6%, 

The society has consolidated its two 
camps in Rock Island, IIl., to form its 
largest local camp. E. F. Johnson, sec- 
retaty of Independence camp for 34 
years, retired and was succeeded by C, 
C. Taylor, secretary of Booster camp, 
who is in charge of the enlarged group, 








John Ludka of Milwaukee, president 
Polish Association, died at his home 
after an illness of nearly a year. He 
was 54. Mr. Ludka was a member of 
the Polish National Alliance and Polish 
Roman Catholic Union. His body lay 
in state for two days prior to the 
funeral at the Polish Association head- 
quarters. Mr. Ludka was president of 
the fraternal since. 1940. 








Many Veterans Are in 
Travelers Current Class 


_The Travelers home office schol for 
life agents has opened its largest class 
since Pearl Harbor with an enrollment 
of 39. Following the present five-week 
session another class will convene in 
home office Oct. 8. 

Seventeen of the students are veter- 
ans, many of whom have seen overseas 
duty. One man recently was dis- 
charged from the marine corps after 5% 
years’ service. Some were awarded the 
purple heart and one flew 50 missions 
with the air corps in the European the- 
ater. 

Two of the veterans had last seen 
each other in a far different setting in 
Naples. Three others served in the same 
military unit during the war. 

The father of one of the students at- 
tended the last life class and the son 
will now become a member of his 
agency. Many are entering the insur- 
ance field for the first time after experi- 
ence in other businesses and after serv- 
ice in the armed forces. Others who 
have had prior experience in insurance 
selling are attending the class as a re- 
fresher course. 
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Sales Ideas and Suggestions 





Women Aces Hold Valuable 
Sessions; Mrs. Bush Head 


Pertinent technicalities and taxes must 
be at one’s fingertips, but it’s a warm 
understanding of human needs that will 
sell life insurance in the reconversion 
period just beginning, exactly as in the 
past. Sounding this keynote of discern- 
ing imagination plus service, Miss Her- 
mine Kuhn, Manhattan Life, New York, 





Mrs. Eunice C. Bush 


Louis I, Behr 


chairman, led the Women’s Quarter 
Million Dollar Round Table conference 
at the Edgewater Beach hotel, Chicago, 
through three sessions replete with in- 
spirational discussions among the mem- 
bers and highlighted by talks applicable 
to the new era given by leading experts 
in various fields of underwriting. 

From a total membership of 121 
women, only a quarter that number 
were able to attend this hastily sum- 
moned convention, called in fact so 
quickly after V-J day lifted travel re- 
strictions that the ink scarcely was dry 
on the programs for the opening meet- 
ing. Mrs. Eunice C. Bush, Baton Rouge, 
La., assistant manager Mutual Life, was 
elected chairman for next year with an 
experienced committee including Ruth 
M. Kelly, Detroit, Manhattan Life, and 
Cora Hartwig, Los Angeles. 

New this year was the election of a 
treasurer who automatically will be the 
retiring chairman. This makes Miss 
Kuhn first treasurer of the group. 


Consulting the Experts 


In technicalities and statistics the 
standard equipment among women 
agents is high. Many have studied law 
and are well informed on the multifari- 
ous ways in which changing government 
regulations impinge on insurance. But 
they all agree that when such problems 
become too complicated the wisest 
course is to consult tax and legal ex- 
perts in order to be absolutely correct. 
As for a broad understanding of human 
needs, they are well endowed. 

“When approaching your prospect, 
talk about the needs and forget the fig- 
ures. The tax part is secondary,” was 
the advice of Vincent W. Edmondson, 
assistant to the president, Manhattan 
Life, New York City, who addressed 
the banquet. “If you maintain your 
Present high standard very definitely the 
term ‘woman underwriter’ will cease to 
exist and you will be known the same 
as men are, as insurance underwriters. 
You have done a splendid job with the 
insuring public and your production rec- 
ord shows you are accepted as co-equal 
with the men. You should bring other 
women into the business and see to it 
that they in turn fully understand what 
they are doing so as still further to in- 
crease your prestige.” 

Louis I. Behr, Equitable Society, Chi- 
cago, chairman of the Million Dollar 
Round Table, gave an illuminating talk, 
without notes of any kind, on his spe- 
cialty, pension trusts, at the final session. 


XUM 


A financial landing place when you get 
old is an increasingly timely subject the 
whole world is talking about and the 
women were eager to learn what their 
role should tbe in this field. In Mr. 
Behr’s opinion this has become the field 
almost exclusively of the specialist. 
“When entering into competition with 
a specialist you are banging your head 
against a stone wall,” Mr. Behr said. 
“It would be a miracle if you get a new 
case. But if it’s a client of yours who 
wants to enlarge into this type of cov- 
erage, then you will probably get the 
business.” When someone asked him 
how to study to break into the field Mr. 
Behr replied that he had used the trial 
and error method. He pioneered cases 
with no revenue coming in for long pe- 
riods, with mounting overhead costs, 
terrific worry, and effort, loss of weight, 
and at the neglect of his regular busi- 
ness. Even now, with his specialty es- 
tablished he said he always maintains 
an average production of a million a 


. year ordinary life. 


Best Source of Business 


“The best source of this business is 
the executive group of a company,” Mr. 
Behr said. “When I first started, the 
hard work followed by the discourge- 
ment of no decision being made led me 
to go back ‘to my personal business. 
Then a big case I had been soliciting 
broke. 

“But I had been bogged down for 
months. There was no way of proving 
my plans. I was running to the internal 
revenue bureau and to attorneys, 1 
found I needed an extra man for installa- 
tions, calculations, and keeping the 
books in order. Then I needed two ex- 
tra men, highly skilled necessarily be- 
cause they were dealing with executives. 
This became very expensive. Then I 
needed another girl and then seven extra 
girls. Now my overhead is larger than 
my gross income was before the present 
era of pensions. Before this, what I 
made selling life insurance, outside of a 
few cabs and entertainments, was net. 
Now my overhead is larger than my 
gross income. Of course, I found that 
as my sphere of influence and my pres- 
tige grew, business was easier to get. 
But to develop a new business I had to 
have an organization consisting of: stat- 
istician, installations man, counsel to the 
internal revenue department to qualify 
the plans; man to write collateral busi- 
ness and dovetail it with the employe’s 


personal insurance, and a sales depart- 
ment. 

“Some of us were forced into this 
business by our clientele. But the pit- 
falls are many. If I had known what 
I know now, I might have had a man 
build up this business, take the overhead 
responsibility, and share it with me on a 
50-50 basis. We have to weigh the ad- 
vantages both ways. Either to handle 
it all yourself or build up someone to 
create additional income for you. A re- 
tirement plan for employes has come 
to be the expected thing in most busi- 
nesses today and high corporate taxes 
have compelled it, but each pension plan 
must be applicable. The only way to 
determine this is to study the facts perti- 
nent to the companies: their financial 
history, objectives, philosophy toward 
their employes, whether paternalistic or 
one encouraging the individual employe 
to save for himself; whether the com- 
pany has the old age problem now, 
whether many old and valued employes 
are looking forward to retirement soon, 
or whether it’s a young man’s company. 
All these factors should be studied and 
a logical plan devised to fit. 

“The method of financing is determined 
by the pocketbook of the company. Run 
up and down the ladder of costs de- 
pending on what benefits you want to 
give. If the executive says he already 
is having someone else studying his 
problem, walk out! Your chief talking 
point is that each year he postpones tak- 
ing out his insurance, the higher his 
costs will be. Age 65 remains constant. 
With that propelling force you oblige 
the employer to look into the future. 
Ultimately he will have to do it and it 
will cost him more next year. Employes 
are coming to expect it, and it will take 
profits and dividends away from the 
company. But it will increase dividends 
to stockholders over the long time point 
of view. 


Destroying the Morale 


“You can’t let an old employe go 
without taking care of him. It destroys 
the morale all the way down the line. 
An employer who does not have one is 
behind the times. Most employers now 
regard it as a normal cost of operation. 
The sale price of the product now in- 
cludes the cost of this commodity. I 
foresee a big market for pensions in 
the reconversion period. It will take 
agents and specialists equipped to write 
and handle it on the proper basis. Those 
will write more business who are thus 
equipped and who have experience. 

“Where a specialist can handle 10 to 
15 cases, an agent can’t very well handle 
more than three or four. Specialists 
will be busier and agents not so busy if 





Debit Men of Gulf Life Set Records 





debit man of Gulf Life 
has set a produc- 


C. G. Spears, 
at Jacksonville, Fla., 





Cc. G. George Cratem 


Spears 


tion ‘mark that well may be a national 
record with $505.04 increase in a period 


of 82 weeks, increase of 
$6.15 a week. 

The company’s leading producer on 
a debit in the ordinary department is 
George Cratem, also of Jacksonville. 

Mr. Spears became connected with 
Gulf Life Jan. 31, 1944. For several 
years prior he was engaged in the re- 
tail furniture business and had no pre- 
vious experience in the insurance busi- 
ness. 

He maintains an excellent condition 
of account with an average collection 
percentage of 101 and arrears of 23%, 
and an above average record in the 
ordinary department. 

Mr. Cratem in 186 weeks of service 
with Gulf, has had over $600,000 
ordinary new business on his debit and 
the same period made $172. 54 industrial 
increase. 


or average 


they have not specialized. If you are 
now operating smoothly, don’t be di- 
verted. But if you are called in on a 
pension plan, ask for a letter of author- 
ity at once, so that all your time and 
hard work will not merely result in 
your not getting the business in the long 
run, when it might be given instead, 
based on your ideas, to the nephew or 
son of the president.” 

Walter N. Hiller, Penn Mutual, life 
member of the Million Dollar Round 
Table addressed one of the meetings on 
“How to Sell Business Insurance Dur- 
ing the Reconversion Period.” 

“We are faced with a great era of 
business expansion in the next five 
years,” Mr. Hiller said, after first com- 
plimenting the women on meeting so 
soon after peace while the men’s round 
table is only having its convention on 
paper this year. “All my plans now 
are based on optimism. We don’t have 


to worry about being paid off in Ger- 
man marks or Japanese yen but in good 
American dollars.” 

Returning veterans, key man _ insur- 
ance, and corporation insurance were 
Mr. Hiller’s main topics. 

Returning Veterans 

The returning vets, both men and 
women, are going into business, either 
in partnership or alone, he said. ““They’ve 


saved their money for it. They need life 
insurance to protect their new business. 
They government life insurance will 
protect their families. Your insurance 
will protect their business. 

“Key men should be insured also for 
the benefit of the business. New insur- 
ance should also be written on the life 
of new stockholders. If you will in- 
crease by 10% your efforts to sell busi- 
ness insurance you will increase your 
income by 100%. Go out after it if 
you're qualified. There’s nothing mys- 
terious about it. It’s simple. Men buy 
it more readily than personal insurance. 
It is as important for small businesses 
to have it in small amounts as for big 


companies to be _ protected in big 
amounts. 
“How to get people interested? I 


like visual aids. Read the Diamond Life 
Bulletins on partnership insurance which 
shows pictorially what happens to a 
business when one of the partners dies. 
Send it to your client. The pictures will 
get people excited. Take it with you 
as a personal solicitation piece. 


Treasury Decision 


“Treasury decision 5459 on capital 
gains tax relieves us of a situation which 
otherwise might have been unfavorable. 
Are life insurance premiums deductible 
business expense? No, but when there’s 
a death claim there is no income tax 
payable by the corporation. While 
premiums are not deductible, the only 
way a corporation can increase its sur- 
plus tax free is through life insurance.” 

Mrs. Eunice C. Bush, a member of the 
round table since 1938 and many times 
a speaker before this group, led the 
panel discussion. Among those taking 
an active part were Miss Elsie Mat- 
thews, Montclair, N. J., general agent 
Manhattan Life; Mrs. Curtis S. Fray, 
Kansas City, Equitable Society; Miss 
Ruth M. Kelley, general agent Manhat- 
tan Life, Detroit; Nell Burns, New Eng- 
land Mutual, Birmingham, Ala.; Charity 
Kennedy, Northwestern Mutual, Indi- 
anapolis; Ava Sweazea, St. Louis: Mrs. 
Betty M. Boyd, district manager Mutual 
Life, Troy, Ala., a veteran of 31 years 
in the business. 

Miss Kelley drew a laugh when she 
said the best way she found to get the 
insurance business of Catholic priests 
was to approach them right after 
Christmas and Easter, when parishioners 
have been generous. Miss Matthews 
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said an undertaker of her acquaintance 
told her to come around in damp 
weather when the old people start drop- 
ping off. Miss Burns related that a 
late three o’clock hair appointment in a 
new shop proved profitable. She de- 
cided such a busy new establishment 
would be a good prospect. It was! 

Miss Sweazea prefers clients over 50, 
in the higher and more stable income 
brackets. They make decisions more 
quickly and, have more ability to pay. 
They also have grandchildren. Some 
buy premiums for their pet charity or 
fraternity. Miss Bush watched cars and 
went to see the dealers most represented. 
Mrs. Fray reads personal “ads” in news- 
papers to find business expansions and 
other changes. 

Following a delicious, definitely post 
war luncheon, Sara Frances Jones, 
Equitable Society, Chicago, dean of 
women underwriters and founder of this 
group in 1936, a producer with an aver- 
age over 20 years of three quarters of a 
million annually, was presented with an 
honorary life membership in the round 
table, for her devotion and inspiration 
to women in the field. Beginning with 
the days not so long ago when the 
woman agent couldn’t even have her 
name printed on the door, Miss Jones 
told about her pioneering work in behalf 
of women in business. 


Half Million Goal 


“My work always has been my life,” 
she said. “I sleep, eat, drink and speak 
it. My vocation is my avocation. I 
can’t imagine working at something you 
can’t get this excited about. We are 
engaged in the greatest work in the 
world, that of helping other people. Our 
goal now is a half million dollar round 
table for women.” 

Distinguished guests representing in- 
dustry, science, education and business, 
introduced by Louis S. Konsberg, Massa- 
chusetts Mutual, Chicago, chairman of 
the women’s division of the Chicago 
Life Underwriters included: Mrs. Stella 
Ford Walker, president of Altrussa 
Club; Miss Gertrude Helenthal, trust 
officer Chicago Title & Trust Co.; Miss 
Katherine Noelty, president, Women’s 
Bar Association of Illinois; Mrs. J. F. 
Govan of the Woman’s Advertising Club 
of Chicago; Miss Margaret Hill, pres- 
ident, Quota Club, Blue Cross hospital 
plan; Miss Anna Koch, president Wom- 
en’s Railway Business Association; Mrs. 
Lillian Herring, secretary Insurance 
Federation of Illinois; Miss Mildred 
Hammond, secretary American Life con- 
vention; Miss Joy Luidens, executive 
secretary Chicago Association of Life 
Underwriters; Miss Marie Mead, assist- 
ant secretary Health & Accident Under- 
writers Conference, and Dr. Carroll 
Birch, past president American Women’s 
Medical Association, professor of trop- 
ical diseases at the University of IIli- 
nois. Dr. Birch, who expects her next 
assignment to be in Africa declared that 
the tropics present no dangers to the 
health of adults who obey the rules. 
This, however, does not apply to chil- 
dren, always susceptible to communica- 
ble and infectious diseases. When she 
retires on her retirement income, thanks 
to life insurance, Dr. Birch wants to 
live in the Virgin Islands, or, as a sec- 
ond choice, in Italy. 


IN U. S. WAR SERVICE 














Lt. Col. Albert G. Schmedeman, Jr., 
superintendent of agencies of National 
Guardian Life, on leave since called into 
active military service in April, 1942, 
will be discharged this month and plans 
to return to Madison, Wis., to resume 
his civilian duties Oct. 1. He has been 
in the army. intelligence division, at 
Washington, but on assignment to South 
America, North Africa, Italy and Greece. 
He was awarded the Order of the South- 
ern Cross for his work in the training 
program for Brazilian officers and in 
fostering improved relations between 
the United States and Brazil. 


Lyman E. King, on leave as Dallas 


general agent for Minnesota Mutual 
Life, has been promoted to lieutenant 
commander. He is serving as benefits 
and insurance officer at the naval hospi- 
tal in Norman, Okla. Before going to 
Dallas about seven years ago, he was 
New England Mutual general agent at 
Topeka, and is a past president of the 
Kansas Life Underwriters Association. 

William H. Kennedy, Pine Bluff, 
formerly group representative of Aetna 
Life in Arkansas, associated with the 
Campbell & Vineyard Agency, is now a 
major in the marine corps and has been 
awarded the silver star for gallantry in 
action while serving as a marine battalion 
commander on Iwo Jima. He entered 
the service in 1940, was commissioned in 
1941 and went overseas in August, 1944. 


RECORDS 


Berkshire Life—The first eight months 
of 1945 show 26% gain in paid life busi- 
ness over the same period of 1944. The 
company has had 30 consecutive months 
of increased production over the corre- 
sponding months of previous years. 

Equitable Life of Iowa—August was 
the 28th successive gain month in the 
sale of new life insurance. The paid vol- 
ume of $5,029,928 represented an increase 
of 9.2% over the same month in 1944, and 
increased the new life insurance paid 
for during the first eight months to $44,- 
757,888 for a gain over the corresponding 
period of last year of $8,527,571, or 23.5%. 

R. H. Sheldon, Los Angeles, led all 
agents with a paid total in excess of 
$200,000 

Business Men’s Assurance—August set 
another record, and production of life 
and accident and health was 26.2% ahead 
of last year, 37.5% ahead for the year to 
date. Paid life insurance in August was 
$4,362,672. For the year total new paid 
business is $31,345,300, 19.5% ahead of 
the same period last year. R. J. Costigan, 











Many National, Vt., Women 
Placed Over $100,000 


National Life of Vermont is publish. 
ing in its September “Messenger” 3 
pictorial parade of the 114 agents who 
qualified for the Leaders Club for the 
year ended July 1. It is notable that 
Mrs. Elizabeth B. Cook of the Godine 
agency, Baltimore, is the only woman 
to make the club. 


Others Make Marks 


However, National Life has several 
women who did better than $100,000 and 
Miss Ellen Putman of Rochester, N. ¥ 
came close to the club minimum oj 
$200,000. Mrs. Cook’s fine record was 
made practically within the first year 
she was in the insurance business. 

Other women representatives of Na- 
tional who did better than $100,000 
ranked in the order named are: Elva 
F. Phillips, Harrisburg; Eugenia \, 
Dickey, Louisville; Helen B. Rockwell, 
Cleveland; Alberta M. Light, Detroit, 
and Anne M. Daly, Hartford. 





Guarantee Mutual Group to Meet 


The General Agents’ Council of Guar- 
antee Mutual Life will meet at the 
home office in Omaha Sept. 18-20. The 
group is composed of C. M. Leonard, 
Tulsa, chairman; E. J. Knutson, Port. 
land, Ore., vice-chairman; F. F. Ehlen, 
Chicago, secretary; John N. Osterud, 
Spring Valley, Minn.; Sam B. Starrett, 
Jr., Omaha; J. Guy Jackson, Macon, 
Ga., and M. A. Moore, Oakland, Calif. 








manager of the Kansas City office, led 
all branch offices and A. W. Hogue, man- 
ager at Dallas, was second. High individ- 
ual producer for the month was Robert 
Sanders, manager of the southern Cali- 
fornia office. 
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THE PRAETORIANS 


Adult and Juvenile Policies on the Easy Monthly Pay- 
ment Plan, giving one the opportunity to budget his 
Life Insurance protection along with his other monthly 
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THE PIONEER 
Some choice territory open for competent State and District Managers 


HOME GFFICE 





A. O. U. 


~ OF NORTH DAKOTA 





W. 


Legal reserve life and disability In- 
surance—protecting the family since 
the days of the covered wagon. 
All standard forms of legal reserve 
adult and junior life insurance con- 
tracts issued. New junior policies 
now issued on the C.S.O. table of 
mortality with full face value at 
age 5. 

Non-cancellable health and accident 
providing for 52 weeks of disability. 
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rue Stories about the Crop that never Fails 





HOW A NEBRASKA FARMER 
SAVED A SMALL FORTUNE 


Every now and then a story comes along 
that does your heart good — makes you sit up 


and take notice — because it gives you an idea... 


One of our Nebraska policyholders owned three 
Ordinary Life policies totalling something over 
$16,000. 


Along about the first of the year, this policyholder 
—a well-known farmer — came to his Northwestern 
Mutual agent and wanted to surrender the policies 
for the cash value, then about $5,000. The policy- 
holder said he wanted the money to set up his son 
in business. 


The agent persuaded his policyholder to keep 
those policies. He said, “What would your family 
do if something happened to you? What would 
happen to the farm and everything you've put into 
it? You need that insurance money, just ‘in case’, to 
protect an investment in time and work that you 
couldn't replace.” 


The agent went on, “Keep those policies if you 


possibly can. I'll help you get a loan and you'll only 


have to use the policies as collateral.” So the agent 
did just that, and the farmer got the money he wanted 
to help his son and kept his policies in force, too. 


And then — it happened 


Less than six weeks after the above incident, the 
policyholder died very suddenly. So Northwestern 
Mutual paid off the loan and delivered $11,000 to 
the widow and the children. This money was a god- 
send, and it might very well have been lost forever 
had it not been for the personal services of a North- 
western Mutual agent, and the great human service 
of life insurance. 
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Why Northwestern Mutual — The difference be- 
tween life insurance companies is of vital impor- 
tance when planning or buying the kind of inde- 
pendence that only life insurance brings. Do these 
two things: (1) see your Northwestern Mutual agent 
and let him tell you what that difference means to 
you; and (2) talk with any of our policyholders, for 
they can tell you why no company excels North- 
western Mutual in that happiest of all business re- 
lationships — old customers coming back for more. 
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NORTHWESTERN MUTUAL LIFE INSURANCE — The Crop that never Fails 
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